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Never dries UP when left 
uncapped 









Contains more ink than 
higher priced markers 


g brilliant colors 
ye of writing 
Can't evaporate 
Completely leak-proof 


Replaceable tips and inks 
mean greater economy 
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ACCO HELPS YOU 
, OITE 





Ls! 
16 vital i . . 
a malice Keeps papers spillproof, secure, in place. Saves 


bee, = re-filing. Speeds finding. Ends “missing paper” 
ustrat ° e 
wklets free— ' panic.Durable, genuine pressboard folders are 


mr distribution to tthe — ; : - ; 
pour customers . oe trim, firm, sag-proof. Save finding time—and 
drawer space. Fast transfers—old file slides out, 


new fastener slides in! 


ASK FOR ACCO’s new booklet ® 
“Ideas That SaveTime and Space” 
—available free at office outfitters. 


GENUINE PRESSBOARD FOLDERS 





Or write: ACCO PRODUCTS, 
A Division of Natser Corporation, Ogdensburg, N. Y.- In Canada: Acco Canadian Co., Ltd., Toronto 
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A lot of people are going to be happily surprised this Christmas 

when they find an Olivetti Studio 44 or Lettera 22 portable 

under the tree. That means Olivetti portable dealers are going “ - 
to be happy too, with the full profits they get on every Olivetti g | § VW Pp t t i 
sale. There’s still time to stock up for the gift-buying season. 

Write, wire or telephone Portable Division, Olivetti Sales 

Corporation, 375 Park Avenue, New York 22, N. Y. 
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The 18 to 20 million Americans 
like you who read business papers 
like this have been described as the 
management, technical and profes- 
sional leaders of our economy. You 
are the men who make things hap- 
pen in industry, merchandising, 
trade, business and financial circle. 
You make the decisions which, it 
is said, often affect the well-being 
of 89 percent of our population. 

* 


Ray Howard of Midland, Texas, 
(See story, page 20) is as much 
comedian as he is office outfitter, 
one might suspect from the month- 
ly bulletin he mails out. Both 
sides of the little sheet recently 

































































probably best recognize the germ 
of truth in this thesis during De- 
cember when many stores cram 
almost one-eighth of an entire 
year’s sales volume into a short 
period of four or five weeks. Then, 
after the rush, a reduced workload 
expands to fill the time available. 
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Noteworthy Notes by Norcross in handy, 
re-use case, for gifts and personal use 


Be sure to stock plenty of these intriguing new 
Norcross notes, for they’re going to be best sellers! 
The flexible vinyl envelope case is an added attrac- 
tion that will make enthusiastic customers buy in 
quantity for friends and for themselves. When the 
note paper is used up, the clever case, designed to 
lead a double life, readily becomes a holder for keys, 
change, cosmetics or what-nots. 

“American Beauty” is one of three beautiful de- 
signs, priced to retail at a modest $1 for 10 notes and 


10 envelopes. A smaller size comes in 11 different 
designs, all conversation pieces, and priced to retail 
for only 59¢ for 10 notes and 10 envelopes. Popular 
Norcross “Pure White” Signature Notes in that 
useful, double-duty case are only 59¢ for 14 notes 
and 14 envelopes. 

These thrifty, gifty packages have an irresistible 
appeal to men, women and even youngsters who 
have a weakness for unusual paper on which to 
write short notes. 








y 
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new from Norcross! 


Rack up another Norcross first 
with the new Everyday Carousel Rack! 


This entire standing floor fixture with 160 display pockets 
revolves, and that’s not all! Each individual side of each 
tier revolves, too...a CAROUSELas practical as it is inviting 
to customers. The Norcross STUDIO CAROUSEL sold like 
wildfire. Mate it with this new EVERYDAY CAROUSEL and 
watch your volume soar! 

Designed to hold 160 different styles in 25-cent cards, 
this compelling display rack is a real business go-getter . . . 
that’s right—160 designs, the equivalent of 8 feet of stand- 
ard, open display. 

Much time was spent by experts in rounding out a bal- 

‘anced assortment of fast moving cards. Subject matter 
covers birthdays, general and otherwise, convalescent, con- 
gratulatory, sympathy and “New Home’”’ messages. 

Cost of the EVERYDAY CAROUSEL RACK without stock 
is $40. With an investment of $240 for stock, the rack is 
included at a discount price of only $10, making the total 
for both rack and stock $250. Total cost of rack with cards 
includes stock control tickets, classification signs and index 
cards. File boxes for reserve stock are available at 3 for $4. 

Total overall height including sign, 72’. 

Floor area needed for display, 34” by 34”, 

Approximate shipping weight of rack, 78 lbs. 


Remember, animated revolving rack alone is only $40. 
And what a salesman it will be! 
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CRAFTIN 


esives you the Bieegest 


This is THE line! The line with the BIG appeal .. . the line 
with proven BIGGER re-orders .. . naturally it’s the line 


with the BIGGEST profit! It’s an entire family of paint-by- 
number sets . . . with just the sizes . . . just the subjects... 
just the prices to please everyone (especially YOU)! Sets are 


packaged with style... and filled with quality paint-by- 
number supplies. Series 100 retails at $1.00... Series 175 
at $1.75 ... Series 200 at $2.00 and on up to Series 700 at 


$7.00. So, get the BIGGEST profit with the BIGGEST line 
... see your CRAFTINT jobber, or write today! 


THE CRAFTINT MANUFACTURING CO. 
1615 Collamer Avenue °* Cleveland 10, Ohio 
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“American businessmen are showing an unprecedented interest these days in a 
hitherto neglected area of management: the interior design of their own offices. 
Executives who have previously taken for granted the environment in which 
they work—or, at any rate, the environment in which their subordinates work 

are being initiated into the mysteries of modular planning, portable offices, and 
schemes for bleeding daylight, as the current phrase has it, into the interior 
reaches of a building.’-—From “The New American Office,” September Fortune. 


* * * 


“Many a clerk today has degenerated into a semi-human vending machine 
able to understand your words, do what you ask him, and make change. But 
he isn’t a salesman. Advertising has assumed the selling function in the area 
of consumer products regularly purchased.”—James M. Ashley, vice president, 
Libbey-Owens-Ford Glass Co. 


*% * 


“A printed piece without a covering letter says ‘I am for the masses’ and a 
letter says ‘I am for you’.”—Ferd Nauheim, direct mail consultant. 
* x * ¥% 


Greeting cards are the most complicated line of merchandise his store handles, 
a department store executive is quoted as saying to Joyce C. Hall, Hallmark 
president, because of the vast number of occasions for which cards are made, 
the multitude of specialized items, the unavoidable need for complete custom- 
er coverage. 

“We need a creative approach to selling. The salesman must have the intuitive 
ability to overcome the buyer’s objections. Timing and creativity are as im- 
portant as knowing products.’—Michael Sanyour, at NSOEA sales clinic. 


The growing population and the increased leisure time of adults, coupled with 
the flexibility of manufacturers in meeting changing consumer demands, add up 


to a bright future for the hobby kit industry according to a recent survey con- 
ducted for Monsanto Chemical Co. Hobby kit sales, which have grown from 
$25 million in 1942 to $325 million in 1957, are expected to reach a record 
level this year. 


“The only word of advice that I can give to dealers who may now be trading 
with manufacturers who engage in dual distributive practices is that they should 
independently, and I emphasize the word independently, decide not to handle 
the products of such manufacturers.”’—Albert A. Carretta, NSOEA speaker. 


* * * 


“Intercommunication is one of the most important aspects of the business 
organization. More than 80 percent of the errors in business are directly attri- 
butable to failure in communication and they are most frequently blamed on 
other causes . . . without an intercommunication system, the average office 
employee spends 25 percent of his day away from his desk getting information.” 
From new product announcement by Dictograph Products, Inc. 
* * ¥ 

“Any independent who is a good merchant need not fear competition. The in 
dependent is likely to know his local market better. He knows the people; their 
likes, dislikes and prejudices; the type of goods they want and can by; how much 
they buy, and other advantageous information.”-—Harold Bick, vice president, 
Commercial Factors Corp. 
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Stapler-Staple Remover 1 
C 


4 A compact stapler, with its own 

stowaway staple remover, is being 

introduced by The Bates Manufac- 

; » turing Co. Called the Bates Stow- 

away, it is actually a 105 strip 

stapling machine with a folding, 

chrome plated staple remover fast- 

ened underneath the base. When 

the staple remover is not being 

used, it is tucked away, out of 

sight. The Bates Stowaway is of 

all steel construction, ” finished in a soft, dawn gray with a 

matching gray plastic knob. It uses the standard size staple and 

holds more than 105 staples at a time. The Stowaway can also 
be used as a tacker or as a hand plier. Retail price is $3.45. 


Industrial Markers 
Three new giant marking devices 
have been developed by the Speedry- 
Magic Marker line that are design- 
ed to solve 90 precent of all in- 
dustrial marking problems. Indelible 
marking on all surfaces, whether 
porous, non-porous, clean, smooth, 
dirty, rough, oily, metal, concrete, 
lumber or other material, can be 
achieved with one or more of the new large-size Magic Markers. 
The three new items are Model No. 138 in three colors for $1.79. 
Model No. 127 in eight colors and white with pocket clip for 
$1.89, and Model No. 126 Giant Magic Marker, a large industrial- 
size version of the famous all-purpose Magic Marker in 12 water- 
proof colors, priced at $1.59. 


Card Stock 3 
Tear resistant, flex resistant “Duralam” card stock for punch 
cards used in ledger sheets, rotary files, index and tub file cards 
has been developed by The Dobeckmun Co., 3301 Monroe Ave., 
Cleveland 1, Ohio. Tough and long wearing, this dimensionally 
stable card stock combines paper with Mylar, DuPont’s ployester 
film, in a lamination that contains the inherent characteristics of 
both. The new product is said to permit punching of holes closer 
together, greater accuracy in recording and reading of punches, 
and a life expectancy of a least four times other punch cards. 


Three-position Adder 4 


“Addo-X Inc.” has announced the 
Model 441-30 three-position shuttle 
carriage adding machine with two sep- 


arate total registers (“down totals”), 

and split motor bars for vertical and 

horizontal postings. This machine can 

be made to function in three different 

ways, by means of a selector lever — 

(1) as a Grand Total Adding Machine 

with add/subtract in first register and 

Hees. ou add in second (Grand Total) register, 
without shuttling; (2) for non-add listing of numbers in first 
column, adding in second column and adding and subtracting 
to zero in third column; and (3) for non-add listing of numbers 
in first and second column; adding and subtracting to zero in 
third column. It can be used as a statement and billing ma- 
chine using numeric codes for commodity description, or for 
numerous types of listing—or column work where there is a need 
for two number and an amount or one number and two amounts. 


10 
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Knife Sharpener 5 


The Acme Shear Co. has introduced 
a new Kleencut Knife Sharpener, indi- 
vidually carded and pre-priced for self- 
service sales. The sharpener feature; 
precision made, diamond-hard, ni-carbed 
cutters designed to give knives ext 
sharp, long lasting edges in record time, 
It is available in four decorator colo 
—white, turquoise, yellow and red—and 
retails for 98 cents. It is easily installed 
with a mounting screw that comes ig 
the package. 


Drawing Table ; 


Steel end channels, a full-length guard rail and serrated are; 
are features of the 602 series of Biltrite Pedestal Tables b 
Anco Wood Specialties, Inc. Available in seven top-board size 
from 23” by $1” to 44” by 72”, the tables have two stabilizi 
wheels plus an easy grip handwheel to provide fast and 
tilting and height adjustment. Minimum height is 32%” a 
the maximum is 4214”. 


Portable Ledger File 


A new insulated portable ledge 
file by the Ever-Safe Div. of Schwa 
Safe Co. offers convenient “poini 
of use” fire protection for valuab 
records. Other valuable features i 
clude a convenient operating height 
It can be easily rolled alongside 
posting machine or to any othe 
desired location. The large posti 
tray drawer has finger tip operation on 10 roller bearing f 
suspension. The second drawer offers convenient storage spaa 
for valuable records and supplies. The file is equipped with 
Yale pin tumbler key lock. A combination lock is optional. 


Office Typewriter 


The Olivetti Diaspron, a new 
standard typewriter with a unique 
combination of features developed 
for a broad range of use in the mod- 
ern office, has been introduced by 
the Olivetti Corp. of America. It 
combines a new light touch with 
perfect alignment and exceptional 
neatness and clarity of typescript. 
Features include multiple-function |; 
controls such as a margin release “— 
key that also provides for automatic paragraph indentation, 
for release of a key pile-up. Automatic or manual margin setti 
determine left and right margins precisely. Four correlated sca 
enable the typist to arrange attractive layouts easily and quickl 
A new line-gauge indicates at a glance the number of lines 
maining on a page. Two transparent deflectors guide pap 
smoothly under the bail rod, gripping the paper firmly so th 
typing can be continued to the very bottom edge of the shee 
Graduated scales on these deflectors provide an accurate line gui 
with holes for ruling horizontal or vertical lines with pen or pend 
A stainless steel card-holder holds small cards firmly. Other ne 
features include a 4-position ribbon control, horizontal and verti¢ 
half-spacing, a push-button variable line-spacer, and a combin 
paper-guard and erasing table that prevents double-winding 
the platen. 
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MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
November 15, 1959 


Payroll taxes resume ete steady advance on January 1. On that date 
both employers and employees will begin paying three percent each on the 
first $4,800 of a worker's income instead of the present 25 percent Last 
January the levy increased from 24 percent to 22 percent, and the wage 
base subject to the social security tax was boosted from $4,200 to $4,500. 





There is supposed to be a breather from climbing rates after 1960 un- 
til 1963 when the tax goes to 34 percent, but 1960 is an election year, 
and Congress has always voted increased benefits -- and higher taxes to pay 
them -- in an election year. Next year will probably see a liberalization 
in the rule that says a disabled worker must be 50 before drawing benefits 
and in the restrictions on the amount of income an annuitant can earn with- 
out loss of benefits. Higher benefits may also be voted- 


Next year will also see the big drive to extend the maximum hours and 
minimum pay provisions of the Federal Fair Labor Standards Act. An in- 
crease in the minimum wage will come in for much attention but probably 
will not be enacted. It is likely, however, that coverage of the statute 
will be extended to at least the big retailers. 








The Internal Revenue Service has rejected the proposal of the Committee 
on Retail Industries of the Budget Bureau's Advisory Committee on Federal 
Reports that retailers be required to keep records for a maximum of six 
years. IRS said the proposal would hamper the agency in its attempts to 
track down tax evaders. As a practical matter tax agents seldom go back 
beyond the ordinary statute of limitations period of six years. There is, 
however, no statute of limitations on tax fraud. The retailer committee 
estimated that adoption of its proposal would save $30 million for the 
retailers and the Treasury. 


The unusual length of the steel strike has caused Government econo- 
mists to postpone their expectation of a half-trillion dollar economy by 
the end of the year. It is now figured that Gross National Product will 
not hit a $500 billion rate until spring or early summer of 1960. Econo- 
mists believe that the current boom, which they had figured to flatten on 
in mid-1960, will now run through most of the year because of the pent- 
demand for steel. 





The tax code, particularly estate tax provisions, must be revised to 
remove the greatest obstacle to the growth of small stores and to the con- 
tinued family ownership of independent retail outlets, according to J. 
Gordon Dakins, executive vice president of the National Retail Merchants 








Assn. Ina recent speech, Dakins stated, "Estate taxes are a real menace 
to the maintenance and susbessine of store ownership within a family. A 
great many mergers and acquisitions in the retail field in recent years 
have had as a contributing cause the operations of the estate tax. These 
estate tax statutes are breaking up the individually owned stores which 
normally would pass on to succeeding generations of the family." 


On the average, he said, where an independent store interest is in- 
cluded as the principal part of a taxable estate, an average of 25 to 30 
percent of the store assets owned by the decedent must be applied toward 
the payment of the federal estate tax. "Manifestly," he added, "the inde- 
pendent business enterprise finds it difficult to survive the financial 
burden imposed upon it by the liquidation and withdrawal of over one quarter 
of its business assets, particularly in the retail business where large a- 
amounts of assets are represented by inventory and accounts receivable." 


The ranking member of the tax-writing Ways and Means Committee, Rep. 
Richard Simpson (R., Pa.), predicts that next year Congress will approve 
the bill by Rep. Eugene Keogh (D., N.Y.) to allow store proprietors and 
other self-employed to put aside, tax-free, a portion of their incomes for 
retirement. He hedges his prediction with a big if -- if "budget-busters 
can be held in check." The bill has already won overwhelming approval in 
the House and is pending before the Senate Finance Committee. 








Rep. Keogh envisions a whole new Revenue Code to replace the 195 Code 
growing out of the comprehensive tax hearings scheduled by the Ways and 
Means Committee for late November and December. He notes that the 1954 
Code evolved out of just such hearings by the committee in 1952-53. Rep. 
Keogh is also optimistic ab the chances of his retirement bill. He re- 
ports that he has strong support from legal, accounting, medical and other 
professional groups, as well as from numerous small business organizations. 


Chairman Wilbur Mills (D., Ark.) outlines the committee's aims, in 
addition to tax reduction, as "a tax climate that encourages economic growth, 
levies under which people with the same income pay the same tax, taxes that 
interfere as little as possible with business and personal decisions, 
taxes that respond to economic conditions so as to restrain inflation, and 
fairness and easy compliance. 








The Federal Reserve Board, in its investigation into the difficulty of 
firms in obtaining financing, is examining the extent to which rental of 
equipment is replacing outright purchase. Companies are being asked in a 
questionnaire whether plant and equipment acquired in the past year in- 
volved lease-purchase, leasing or rental arrangements. The Board believes 
that rentals are beginning to play an important part in business. Officials 
note that a company which rents as much as possible thereby avoids the need 
of tying up large amounts of capital and enjoys the privilege of complete 
deductions for the rentals instead of having to depend upon depreciation 
allowances, 











The Federal Reserve Board is also inquiring about trade credit. The 
questionnaire asks about proportions of goods purchased under progress pay= 
ments, payments within 10 days of purchase and 11-60 days or longer. 


Maintaining that federal regulation of consumer credit might actually 
be harmful to normal cycles in the national economy, the National Retail 
Merchants Assn. has filed a statement with the House-Senate Economic Com- 
mittee opposing immediate or stand-by controls on consumer credit. 
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PevANCcO PUNCHLESS PAPER HOLDERS 
Hi-Strength, Lo-Height, Split Second, Super a 


9¢hless bind 





Give it the SHAKE & PULL TEST! 


Grips even a thin tissue sheet against pull- 


out. Try it! 


Holds up to 2” of papers or magazines 
against shake-out. Try it! 








INTERNATIONAL 
PATENT 
PROTECTION 


ONLY 9 PARTS: . Base, and Spring Steel, 

Long Length, Flat Compressor. 
Works with fingertip pressure. No Wires. No Coil Springs. Never 
Loses Its Shape. 


SIMPLICITY ITSELF! 


Lo-height means minimum chafing and wear on the binders. 
Compare the height! Compare the length! Compare the grip! 


Eliminates paper sheet punching—holes that can tear. Expedites 
quick insertion and removal of sheet from any place in binder. 
Bulldog-grips 14” capacity (appr. 150 sheets). 

POPULAR PRICED FOR VOLUME SALES & PROFITS. 
IMMEDIATE DELIVERIES—ANY QUANTITY. Letter & 


legal sizes: red, gray, black. Packed completely assembled, 
25 to box. 


Send for catalog and price sheet, or ORDER TODAY! 


MADE INUSA REG US PATENT OFFICE 


ADVANCO PRODUCTS, INC. 
76-05 51st Avenue, Elmhurst 73, L.I., N.Y. 
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NEW PRODUCTS ..... 


Baby Record Book 9 


Better Homes & Gardens has come up 
with a baby record book with an attractive 
appearance and designed especially for 
durability. In cooperation with industry 
chemical engineers, Meredith Publishing 
Co. drew on its “cook book” experience to 
put together a deluxe cover of delicate- 
appearing Moire Vinyl cloth with poly- 
foam padding, available in four colors. In 
testing the cover, they abused it more than 
the most menacing Dennis ever could. Spe- 
cial binding makes for easy recording be- 





The Complete 
drafting-table 

desk combination 
designed for 
maximum efficiency 
increased 
production 


STACOR-MATIC TABLES 


WITH TOE-TOUCH CONTROL 
FEATURING: 


®@ Easy top and slope adjustments with toe-touch foot lever. 
®@ Full-width plans drawer, tool drawer, 


cause the book lies flat when open. From 
the “Our Baby” stamped in real gold on 
the Deluxe Edition (simulated gold on 
Standard Edition) to the gold liner sheets 
(in both editions), the book’s 80 pages, 
full of art work, span every important 
event of the child’s life from birth to age 
seven, including medical and dental re- 
cords. The book will retail at $3.95 for the 
Deluxe Edition (which will include a 
white, Kromkote gift box) and $2.95 for 
the Standard Edition (wrapped in clear 
plastic) . 


Typewriter Ribbons 10 


Leedall Products Mfg. Co. has an- 








with tray and Stacor-Matic Tables 


lock, deep file drawer, large book shelf. 

© Precision-built of lifetime steel with 3-receptacle elec- 
trical outlet, modern island bases with floor leveling 
devices. 








Write Today for Big New Catalog 


STACOR EQUIPMENT CO. 
Manufacturers of Quality School and Drafting Equipment 
315 Emmet Street, Newark 5, N.J.—Blgelow 2-6600 


Warehouse Stocks in: Boston, Detroit, Hartford, Los Angeles, Montreal, Philadelphia, 
San Francisco, Saint John, N.B., Toronto, Washington, D.C. 





i. STA 


the line that’s 
engineered for 
lifetime quality 
and designed for 


BIGGER PROFITS 


Stay with STACOR—all down the line. Your customers and 
prospects already know STACOR tables . 
through strong and continuing STACOR national advertising. 
Make this pre-acceptance work with you to sell STACOR 
Lifetime Quality equipment for all drafting room needs. 


. . they're pre-sold 


Tracing 
Boards 
& Tables 








Pedestal * 
Drawing Tables 






STACOR 
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nounced its Nylith Offset Ribbon, a fabric 
ribbon that writes like printing to produce 
sharp offset plates, and Nylite ribbous for 
regular typing. Both ribbons can be sup- 
plied in the Copy-Mate Twin-Pack with 
the exclusive Zip-Tape like a cigaret pack. 


Bucket Chair 1] 

A new No. 82 
Bucket Chair by 
Murphy-Miller, Inc. 
features sculptured 
modern styling with 
billowy foam cush- 
ioning, available in 
a wide range of 
plastic coverings. 
Sturdy brass plated 
metal legs with self- 
leveling glides make 
the chair a good choice for reception, cun- 





~ 


ference, hotel and motel rooms. Approxi- 
mate retail price is $39.50. 
Miniature Christmas Cards 12 


C,uess who s coming to 
your house on Dec 25th 
A new approach 
to Christmas cards 
has been introduced 
by Roth Greeting 
Cards with _ their 
Miniatures. Dealers 
are offered a dis- 
play rack, which 
will hold six dozen 
of 12 different cards 
in a 8” by 5” size. 
Each packet con- 
tains 12 cards and 
envelopes. _ Broch- 
ures and samples 
are available to, : 
dealers by contacting the firm directly at 
405 N. Verdugo Rd., Glendale, 6, Calif. 
Each packet will retail for $1.20. 





Adjustable Telephone 


Development of a 
new versatile tele- 
phone, known as 
the Space-Maker 
Telephone, has been 
announced by Gen- 
eral Telephone La- 
boratories, subsidia- 
ry of General Tele- 
phone & Electronics 
at Northlake, IIl. 
The compact in- 
strument features a | SS 
moveable dial and hook-switch for com- 
plete position mobility. The dial mount- 
ing can be rotated a full 360 degrees, tilt- 
ed backward 45 degrees and locked into 
place at any point. The handset cradle 
swings in a 180-degree arc and locks into 
any one of seven different positions. This 
flexibility allows the installer to mount the 
telephone to the subscriber’s preference. 
Chromium-plated handset hook and coiled 
cord are standard equipment for the in- 
strument, which is available in black and 
10 colors. 





(Continued on page 41) 
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a pencil’s 

most important 
point 

is 

its 














d a pencil’s biggest selling point is quality! Be sure of the quality . . . before you im- 
an print your name — and stake your business reputation — on a pencil. 


Since 1889, General Pencil Company has helped dealers develop their private label business by 
supplying dependable products at the lowest price consistent with good quality. 


You can have confidence in any General pencil . . . regardless of its imprint. 
Your customers can have confidence in your imprint... when it is on a General pencil. 
ENERAL oO 


698 FLEET STREET, JERSEY CITY 6G, N. J. 


- - - for more details circle 142 on last page 
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Inventory, Anyone? 


\ eak management and a habit 

of living in the past are the 
two biggest shortcomings of inde- 
pendent retailers, according to a 
recent survey on “the future of 
the independent store” in an age 
of chains and concentrated own- 
ership. How do you stand? How 
about taking inventory? 

Too many independent stores 
believe that a reputation won in 
the past would assure success to- 
day. They confine their efforts to 
maintaining their “own” clientele 
and have not creatively merchan- 
dised to acquire their share of the 
new business made possible by our 
growing population. 

Also, enthusiasm often lags or 
disappears as the owner of a busi- 
ness ages. With a lack of new 
blood, management tends to be- 
come more conservative. It takes 
too long to make decisions. These 
weaknesses lead to erratic, poorly 
conceived merchandising policies, 
unwillingness either to invest in 
expansion and improvements or to 
borrow funds for these purposes, 
and failure to join with other in- 
terests to exchange information, 
pool buying power or revitalize 
downtown areas. 

There is no magic formula for 
survival, as many independent 
grocers and department store own- 
ers have discovered. (Sixty per- 
cent of the independent depart- 
ment stores existing in 1929 had 
disappeared from the ranks of the 
independents 25 years later.) But 
there are steps a dealer can take 
to improve his position. The ex- 
ecutive vice president of the Na- 
tional Retail Merchants Assn., J. 
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Dakins, listed some of 
these steps at a recent conference 
on distribution. 

* Develop a Distinctive Store 
Personality. Make your store stand 
for something or stand out for 
something, preferably for some su- 
periority but certainly for some 
difference. Decide what your cus- 
tomers look to you for and then 
emphasize that quality. Give the 
store an identity, an image, that 
differentiates it from all others. 

* Develop Capable Management. 
Nothing can replace the direct in- 
terest and attention of the active 
owner. If this becomes more diffi- 
cult as the store becomes larger, 
then it is ownership’s responsibil- 
ity to select successful manage- 
ment and give it adequate author- 
ity for operating the business. This 
means establishing policies that 
are both consistent with store aims 
and facilities and at the same time 
flexible enough to change as need- 
ed, developing an organization of 
capable people, analyzing profit 
goals, and eliminating the road- 
blocks of traditional “sacred cows.” 

* Do a Better Merchandising 
Job. For this a dealer must keep 
well informed about customers and 
competition. He must hammer 
away at best selling price lines and 
develop an ability to “turn on a 
dime” so as to adapt quickly to 
changing conditions and opportun- 
ities. He must have an open mind 
and must be willing to listen and 
learn and change. 


Gordon 


MacethO Shively 


* Emphasize Service to Cust- 
omers. In the customer’s mind, 
there is nothing that will take the 
place of intelligent, courteous and 
interested service. In this area, the 
owner of a store, if he is on the 
job and if he has it uppermost in 
his mind, can make a store such 
a pleasant and friendly place to 
do business that no advantage of 
a general character, whether it be 
better buying or lower prices, will 
ever take its place. 

At the traditional year’s end in- 
ventory time, it is important that 
we recognize our weaknesses and 
seek to overcome them if our in- 
dustry is to remain and prosper 
as an industry of independent 
small businessmen. 

Lest the picture I draw appear 
gloomier than intended, let me re- 
mind you also to take inventory of 
the important assets you enjoy as 
an independent dealer: the com- 
munity prestige that goes with 
local ownership and management, 
the ability to make decisions in- 
dependently with freedom from 
the pressures and politics of a 
head office, the flexibility to move 
quickly in response to current sit- 
uations, and the power to admin- 
ister with a thorough knowledge 
of your community and local con- 
sumer needs. 

In the long run, this sort of in- 
ventory can be much more im- 
portant than the one being taken 
on your shelves and in your stock 
rooms. 








William J. Taylor 


This is the face of a combined business that 
can now bill itself as a full scale ‘‘depart- 
ment store’ for the office trade. 


Thomas R. Navin 


erger of two complementary 
Vv firms to form one complete of- 
fice equipment and supply “de- 
partment store” under a single roof 
has been carried out successfully 
by William J. Taylor and Thomas 
R. Navin, now closing their first 
year as partners in the new Tuc- 
son Office Supply company in that 
southern Arizona city. 

“Our merchandise and services 
combined naturally to give us one 
of the first department stores ex- 
clusively for the office trade in the 






Southwest,” Mr. Taylor points out. 
“Mr. Navin handled sales and ser- 
vice of office machines exclusively. 
My firm dealt in stationery sup- 
plies and office furniture. By com- 
bining under one roof we were able 
to give greater customer conveni- 
ence by offering everything in of- 
fice needs at one stop. We be- 
nefitted by the merger, too, in ad- 


When two firms in the same town 
with complementary lines of sta- 
tionery and office equipment merge 
to form a “department store for 
businessmen,” one of the big pro- 
blems is the integration of person- 
nel. A new team of Arizona part- 
ners tells how this problem and 
others were solved 


ditional sales since often an office 
machine customer also buys sta- 
tionery items or even office fur- 
niture when looking for a machine, 
or a stationery customer may de- 
cide to bring in his repair work 
because it is convenient. 

“Our greatest problem, now that 
it has been solved, is also our 
greatest pride and asset. That 
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was the merger of the two sets of 
personnel.” 

llere Mr. Navin takes up the 
story. 

“The problem was that we had 
one group of people experienced in 
dealing with relatively large sales 
involving adding machines or type- 
writers, for instance. Suddenly 
they were called upon to deal also 
in items like paper clips and 
scratch pads. In reverse, employ- 
ees who could give wonderful serv- 
ice in the sale of manila folders or 
even metal chairs were at sea when 
confronted with a repair job custo- 
mer.” 

Integration of the two sets of 
employees was solved through 
what the partners call their “ac- 


many people need help to make 
their purchases. 

“In the first place, an office 
supply store is not like a super- 
market where the customer knows 
the location of each item on her 
list. There are too many small 
items which the buyers can’t locate 
for themselves. Then, too, many 
customers come in, not for a spe- 
cific item, but for an answer to a 
problem they have in their own 
particular office. They know the 
need but probably have no idea 
even of what merchandise is avail- 
able which might solve the parti- 
cular problem which faces them. In 
other words they need help and 
perhaps advice.” 

To meet this need, the partners 


is advertised widely. 

“At first we thought that the 
very fact that we were not in the 
downtown area might be a handi- 
ap,” Mr. Taylor says. “We 
knew that we might be sacrificing 
foot traffic by locating away from 
the center of things. But we con- 
centrated on a word of mouth 
campaign to stress the convenience 
of our one-stop shopping for office 
needs along with the fact that 
there was plenty of parking space. 
We went all out to make displays 
attractive and service excellent and 
our floor traffic picked up almost 
like magic. A_ stationery store 
holds a sort of fascination for a lot 
of people. They like to stop in and 
wander around — and we make it 


Merger Problems Successfully 


ross lines” training program. Sta- 
tionery supply salesmen, valuable 
through their outside calls on 
steady accounts, were given a 
working knowledge of merchan- 
dise available in both the office 
machine and furniture fields as well 
as services offered in the repair de- 
partment. Servicemen were coach- 
ed on all lines of merchandise 
available in the various depart- 
ments and everyone in the business 
from the partners’ themselves 
through bookkeepers and _ clerks 
were briefed on all departments 
and services offered. As a result, 
during rush hours today at Tucson 
Office Supply, Mr. Taylor, the 
president, may call off a conference 
and the bookkeeper may leave her 
desk and both will appear on the 
floor ready to assist customers. 

Across lines training has resulted 
in stationery salesmen bringing in 
orders for office machines from 
routine calls and in servicemen 
turning office furniture salesmen 
during a service call. 

“Another advantage of the in- 
tertraining program,” Mr. Navin 
pointed out, “was to provide ade- 
quate assistance to customers. We 
feel that the office supply store is 
not the place for a 100 percent 
self-service type of operation. Too 
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by-passed use of the conventional 
counter as a means of merchandise 
display. “We have only one 
counter in the whole store, now,” 
they point out. “That is the one 
used for wrapping.” 

Instead merchandise is displayed 
on shallow shelves, both lining the 
walls and free standing in center 
floorspace, much in the same man- 
ner in which bookshops use shallow 
shelving to show their merchan- 
dise. Through the rows of low 
shelf displays the customer may 
browse at leisure or seek the assist- 
ance of a clerk who is always close 
at hand. 

With attractive and easily ac- 
cessible displays, the partners 
combine special effort to keep the 
stock clean and clearly marked. 
Considering the hundreds of small 
items included, the marking of 
each individual item—from pack- 
ages of construction paper to heavy 
safes—is a never ending chore. It 
is also a customer aid which the 
partners feel is invaluable. 

Along with accessibilty — of 
merchandise, the accessibility of 
the store itself is also stressed. Lo- 
cation of the firm outside the con- 
gested downtown area and the 
convenience of the ample parking 
space with which it is surrounded 


easy for them.” 

Since the partners agree that 
service is a primary consideration 
in customer relations, a telephone 
order desk and fast delivery serv- 
ice are maintained in addition to 
other services mentioned. Any 
item, regardless of size or price, 
is delivered free of charge. As a 
customary practice, telephone or- 
ders received by 11 a. m. are deli- 
vered that afternoon. Morning de- 
liveries have a 4 o’clock deadline 
on the previous afternoon. 

“However, in the case of an 
emergency or real need, we deliver 
what the customer wants any time 
he wants it,” Mr. Navin says. 

Attractive and unusual window 
displays, including a “typewriter 
carrousel” brought over from Mr. 
Navin’s former establisment, add 
to the atmosphere. The carrousel, 
topped with a gay awning, is ac- 
tually a large turning table on 
which six typewriters have been 
fixed. A customer may seat him- 
self at any one of the six machines, 
try it out, turn the table for a few 
lines on the next machine and go 
to the next until he has used all 
six without leaving his original 
seat. 

Mr. and Mrs. Navin first opened 

(Continued on page 47) 
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Colorful advertising and a variety of 


promotions have been big factors in the 


growth of a West Texas company 


Promotions That 


This old safe placed 
on the sidewalk in 
front of the store 
has brought in a 
lot of business. The 
combination is writ- 
ten on the door and 
people are _ invited 
to open it. This 
delays them long 
enough to get in 
some good selling 
points. 


Pay 


wner Ray Howard of The 
‘ ) Howard Company in Midland, 
Texas, is lucky. He has a personal 
flair for advertising, and he has 
used it to good advantage. Start- 
ing in business about 12 years ago, 
he now has a company that em- 
ploys 25 persons and serves a 
trade area with a radius of 50 to 
100 miles. 

Mr. Howard uses all of the usual 
media, including direct mail, but 
by injecting a little of himself into 
many of the ads he has managed 
to introduce a personal touch that 
has been good for business. 

He employes the daily news- 
paper for both classified and dis- 
play advertising. Often he helps 
word the ads in his own flambou- 
yant style. Each morning he 
sponsors a radio newscast just be- 
fore 8:00 o’clock. “It costs $10 a 
day,” he says, “but it’s worth it. 
Not only do we go into the homes, 
but we catch a lot of business peo- 
ple driving to work.” 

In addition to the regular ad- 
vertising, the company has an un- 
usual direct mail service. Each 
month Mr. Howard personally 
composes a bulletin called “The 
Desk Sheet and Permian Basin 
News.” People throughout the 
area have come to recognize the 
little 9” by 5” sheet as coming 
“From the Desk of RAY HOW- 
ARD, The Howard Company, 
West Texas’ Leading Printers and 
Office Outfitters.” 

The sheet, printed in small type 
on both sides, carries news about 
the store’s activities and services, 
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a- well as brief items of area busi- 
ness and civie news. Because of its 
size, the bulletin can be folded for 
a iy kind of envelope. 

The store sends out at least 
2.500 of these each month to cus- 
tomers and potential customers. 
One is included in every piece of 
mail that leaves the office, provid- 
ed the customer has not already 
been sent a copy. 


Another promotion idea _ that 


paid off in the sale of several dozen 





Front view of The Howard Company shows motorized ‘‘go-carts”’ 
in foreground. The company sold several of these last summer, 
but their main purpose was to stop traffic and get people 


into the store. 


safes involved taking an old safe, 
1911 model, and placing it outside 
the store. With black paint Mr. 
Howard wrote a message to anyone 
passing by, telling about the risks 
of using such a safe and inviting 
the reader to come in and find out 
how records can be protected in a 
new safe. 

“That old safe has attracted 
more attention than anything Mr. 
Howard ever did,” says John 
Rhoden, general manager. “I know 
it has resulted in many extra sales, 
and the sales are still coming in.” 

Especially promotable features 
of The Howard Company are its 
quality printing, quick service for 
special orders, and free delivery of 
both printing and office supplies. 
If an order comes in at 8:00 a.m. 
or shortly thereafter, it will be 
ready for delivery that afternoon. 

“Our facilities have a lot to do 
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with this,” explains Mr. Rhoden. 
‘We have eight automatic offset 
and letterpress units and a crew 
of experienced printers. The rush 
orders are given prime considera- 
tion, but we never sit on any 
printing order more than two or 
three days.” 

Realizing that a business can- 
not be built upon advertising 
alone, company officials are quick 
to credit the crew of outside sales- 
men for much of the firm’s success. 


At present there are four outside 
men, each with an assigned block 
of customers and free rein to pick 
up all the others he can find. 

In chosing salesmen, the store 
tries to find young men between 
18 and 25 with at least a high 
school education and such traits 
as neatness, intelligence and ambi- 
tion. 

“For every ten applications, we 
get only one good salesman,” says 
Mr. Rhoden. “We start a likely 
prospect with an experienced man 
for a few weeks. Then the new- 
comer is given a territory and ex- 
pected to build it up. If he doesn’t 
gain stature with experience, we 
tell him kindly that he should 
seek some other type of work. But 
if he comes through as expected, 
we give him salesmanship courses 
and further training at our own 
expense, providing all the help 


possible. As a result of this sereen- 
ing and training, we have four of 
the best salesmen in West Texas.” 

The Howard Company deals in 
many specialties. One is greeting 
cards. Through its advertising and 
promotions, the firm sold more 
cards for one leading manufacturer 
last year than any four other re- 
tail dealers in the area combined. 

Recently Mr. Howard built a 
large warehouse behind the store. 
This gives him a combined floor 





John W. Rhoden, above, general manager of The Howard Com- 
pany, is a meticulous worker, good with details. Mr. Howard, 
the owner, is a skillful promoter. The combination of talents 
has been good for business. 


space of 13,700 square feet at 
ground level and an extra 3,000 
upstairs. The announcement of its 
completion in Mr. MHoward’s 
monthly bulletin was typical: 
“ ..To get this warehouse func- 
tioning properly we have a num- 
ber of ‘dogs’ we need to sell at ex- 
ceptionally low prices . . . the ac- 
cumulations of several years of 
operating from cramped quarters. 
So come on down and browse 
around and save yourself some 
money. No telling what you 
might find.” 

The increased display and stock 
made possible by the new ware- 
house will mean extra business for 
The Howard Company. Taking 
care of the new business will mean 
more employees, more salesmen— 
and more advertising, which Mr. 
Howard will handle in his own 
unique manner. 
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Beautiful, air conditioned, well lighted and large—these 
are a few words used in describing Hopaco Stationer’s 
new shopping center store on the south shore of Oahu 


"The nation’s 50th state, with a 
rapidly increasing population 
of 600,000, has one of the country’s 
largest and finest shopping centers 
and in this center is a new sta- 
tionery and gift store with 4,800 
square feet of selling space. 

Hopaco Stationers, Inc., a whol- 
ly owned subsidiary of the Hono- 
lulu Paper Co., on Aug. 13, 1959, 
opened the doors of its combina- 
tion stationery and gift shop in the 
23 million dollar Ala Moana Shop- 
ping Center by the sea. 

The center, which includes a 
huge Sears store, takes in 50 acres 
of land overlooking the ocean and 
boasts parking space for 5,000 cars, 
with room to expand to 7,000-car 
“apacity. 

Located on the ground level, the 
new Hopaco store is air condition- 
ed and well lighted. Floor space 
is divided into two departments. 
On entering the store, a customer 
finds on his left a stationery section 
covering 3,500 square feet, includ- 
ing a carpeted social stationery sa- 
lon. On the right is a gift depart- 
ment, covering an area of 1,300 
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A New Store in a 
New State 


square feet, with wall-to-wall car- 
peting in tan and brown tweed 
wool. 

The decor of the stationery sec- 
tion is set off by its light floor 
covering of ivory and terrazo de- 
signed vinyl tile and ivory colored 
walls with accents of salmon and 
walnut brown. Salon area walls 
are in aquamarine. Wall fixtures 
are extra-thick, adjustable glass 
shelves on brass bases attached to 
slotted brass uprights. 

Free standing “island” displays 
in the aisles are finished in light 
walnut, have adjustable shelves 
and include beige vinyl end inserts. 
Several center columns are blend- 
ed into the decorating motif by the 
use of low boy sliding door cabi- 
nets placed completely around 
them at the base and adjustable 
glass shelves located above. The 
low boy doors are alternating la- 
minated panels in salmon, beige 


and aquamarine. Several island 
display cases placed between the 
columns feature leather goods and 
adult games. 

Special pen display counters near 
the store entrance have been com- 
bined into one free form unit, fin- 
ished in natural light wood pri- 
mavera toning. 

Another distinctive feature of 
the stationery sales area is the 
hanging global iron filigree light 
fixtures. All functional lighting 
throughout the entire store is in- 
direct with most of the fixtures 
flush mounted in the ceiling. 

In addition to social and com- 
mercial stationery and equipment, 
the store carries leather goods, pa- 
per party goods, adult games, 
greeting cards and gift wraps, and 
portable typewriters. 

Hopaco’s social stationery salon 
is believed to be the only display 
area in the islands devoted exclu- 
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sively to social stationery. The 
sulon has deep carpeting, low dis- 
play cabinets and a low selection 
desk to highlight an extensive se- 
lection of stationery. Aquamarine 
walls are complemented by cabi- 
nets covered with walnut grained 
laminated plastic. Printing, em- 
bossing and engraving services also 
are offered through the salon. 

A wide variety of greeting cards 
is offered in displays especially de- 
signed for the store on the U. S. 
mainland. The greeting card units 
are conveniently located near the 
store entrance and to the left. 

At the left rear of the social 
stationery salon are displays of 
party goods, attractively arranged 
under a ceiling canopy covered 
with a salmon, yellow and walnut 
striped canvas. 

The smaller gift store area is de- 
corated in walnut and white, with 
adjustable brass and glass fixtures 
and 36 revolvable accent spotlights 
mounted semi-flush in the drop 
ceiling. 

A series of airy expanded metal 
dividers in white, walnut and brass 
sets of the gift store from the sta- 
tionery area. Gift store merchand- 
ise In every price range includes 
glassware, crystal, china, sterling 
and stainless tableware, home bar 
equipment, barbecue equipment, 
table and wall decorations, home 
or office accessories, and a variety 
of entertainment) items. 

One central check-out station 
serves both departments. Thirteen 
employees on the staff of the new 
shopping center store include Dot- 
tie Presley, stationery store man- 
ager, and Millie Sheppard, mana- 
ger of Hopaco’s gift department. 

Officers and directors of the com- 
pany are C. T. Oliphant, president 
and general manager; D. S. Gibb, 
senior vice president and assistant 
manager; R. C. Hoogs, vice presi- 
dent sales; A. K. Schofield, vice 
president and secretary; D. M. 
MacArthur, treasurer; S. S. Taylor, 
director; and C. W. White, director 
and assistant manager. 

Dottie Presley also directs ope- 
rations at the Honolulu Paper 
Company’s South Street and Kai- 
lua stationery stores. The execu- 
tive in charge of all store opera- 


tions is C. W. White. 








Hopaco Stationers’ newest outlet is part of a 23 million dollar shopping center overlooking 
the Pacific Ocean. 


4 Pins . 
A stationery department occupies three-fourths of 4,800 square feet of selling space in the 
colorful new store. 


Airy metal dividers separate this gift department from the main stationery section. 



























\\ ‘hether selling office furniture 

in Illinois or spears in Africa, 
the most important thing to do 
first is analyze the customer’s 
needs. 

This basic approach to salesman- 
ship is the guiding principle of Le- 
roy (Roy) Peacy, salesman for 
Burgess, Anderson & Tate, Zion, 
Ill. Roy has been selling for BAT 
(the trademark includes a baseball 
bat) and its predecessor company 
for 25 years. He likes his work and 
has been successful in it by ap- 
proaching every job from the view- 
point of the customer. 

BAT has a three-way operation, 
selling office furniture, office sup- 
plies and job printing. This triple 
business play brings in much new 
business, since a customer for any 
one of the divisions is a potential 
customer for the other two. All 


of the company’s salesmen sell for 
all three divisions. ‘Everybody is 
a triple threat man at BAT”, is the 
way Roy puts it. 

Word of mouth is the company’s 
best and biggest form of advertis- 
ing. There is a limited number of 
mailings, and some business is ob- 
tained through architects and in- 
terior decorators. But much of the 


business is repeat business from 
satisfied customers. An excellent 
example of how this works occur- 
red a short time ago. 

Robert Morrison, controller for 
a small loan firm operating in 
northern Illinois, was planning to 
open a new office in Freeport. Mr. 
Morrison had worked with BAT 
before and liked the way his busi- 


It’s often been said that you have fo sell 


the customer's needs. 


Here’s an example 


of how this was done in furnishing an entire office 


Case History 


A careful scale drawing of the office was made, rather than a quick sketch 


that might be misinterpreted later. 
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ness had been handled. Before 

Y O a a Ee anything was done on the new of- 
fice, Roy Peacy was called in. 

The first thing he did was dis- 

cuss the whole problem with the 

client. What was the style to be 

in the new office? What kind of 

building and floor plan was avail- 
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Case History of a Sale... 


able? What were the requirements 
for that kind of business? Only 
after these points were established 
was the question of price brought 
up. 

‘Almost every job I work on is 
budgeted,” Roy explained, “But 
the important thing is that in al- 
most every job J help to set up 
that budget.” 

The Freeport office layout was 
an unusual one. While the build- 
ing was new and there were no 
floor obstructions, the dimensions 
of 14 ft., 9 in. wide by 65 feet long, 
presented a_ difficult designing 
problem. The office had to handle 
a fairly heavy flow of customers 
efficiently and with a minimum of 
waiting. 

It may seem that there are no 
aesthetics in a small loan office: 
but there are. Customers want 
privacy; they don’t want everyone 
to know they are asking for a loan. 
Then too, a cold, forbidding office 
atmosphere would psychologically 
frighten them since many of the 
customers are the less educated 
and on the lower rungs of the eco- 
nomic ladder. These are important 
considerations and ones that Roy 
Peacy took into thoughtful con- 
sideration. 

A careful scale drawing of the 
office was then made rather than 
a quick sketch that might be mis- 
interpreted later. Because of the 
limited area it was decided that 
storage for records should be in 
the same location as the payment 
“windows”. This would save steps 
as well as space. 

An L-shaped counter, 32 feet 
long over-all, was decided upon, 
with the short leg of the “L” fac- 
ing the street and the remainder 
parallel with a side wall. Facing 
the street were two payment win- 
dows, under which both cash hous- 
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ing and contract storing could be 
handled. The latter were in fire- 
proof files. 

On the long side was a regular 
counter top that could double as 
a desk and as a place to conduct 
business. Thus there were work 
stations for three people, plus prac- 
tically all the records for the whole 
office. Two desks within the “L” 
and against the wall completed the 
furniture for that area. 

Just to the rear of the front sec- 
tion were two booths — called 
“closing booths” in small loan com- 
pany parlance — that were fros- 
tedglass inclosed cubicles. These 
were standard office partitions with 
modular desk tops attached to the 
walls. The modular tops provided 
work space and separated the cus- 
tomers from the office staff. 

Further back was still another 
closing booth, and behind that, at 
the extreme rear of the building, 
was the manager’s office which 
could also double as a fourth 
closing booth. From the manager’s 
office an open stairwell leads to the 
basement. At the opposite end of 
the stairs a clear glass panel was 
placed. Through this, the mana- 
ger could look down the entire 
length of the office to the front 
work area without leaving his of- 
fice or having to look down the 
“customer” aisle. 

All equipment was standard size 
so that additional units could be 
added (not all the area under the 
front counter was taken up with 
files or cabinets initially), and dif- 
ferent use units could be substitut- 
ed when and if needed. 

The counter structure itself was 
made of millwork faced with for- 
mica. This was bought locally, 
Roy explains from an experienced 
cabinetmaker. 

The color scheme for the new 


office is beige formica counter 
fronts with “teak wood” formica 
on the counter tops and all expos- 
ed desk top areas. The metal fin- 
ish on the cabinets, desks, parti- 
tions and exposed metal parts of 
the chairs were finished to match 
the counter fronts. All upholstery 
material was done in teal blue 
Naugahyde. 

Wall areas were painted in a 
soft beige tone, with the exception 
of the wall that is expected to get 
the heaviest traffic flow. This wall 
was papered with a plastic wall pa- 
per in a decorator finish. The plas- 
tic was selected so that it could be 
sasily cleaned. 

Front windows were curtained 
in fiber glass, thin enough to admit 
light and for those inside to see 
out, but heavy enough so that no 
one could look inside and recognize 
anyone (The aesthetics again). 

Burgess, Anderson & Tate instal- 
led all the equipment (except the 
millwork as noted) and took full 
responsibility. The painters were 
hired locally by the owner but the 
painters worked under the direc- 
tion of BAT and used the color 
scheme worked out by Roy Peacy. 

The actual installation was made 
in one day with BAT men doing 
the work. 

In discussing this sale and others 
Mr. Peacy pointed out that the 
important part of the planning 
was in a careful understanding of 
just what the customer wanted. 
Deciding what “job” the office is 
to perform and the best and most 
economical way to do it, is partly 
the duty of a conscientious sales- 
man. 

Selling the whole office, as well 
as working out the color scheme, 
does require careful planning and 
discussion with the person paying 
the bills. Roy is quick to point out 
that it’s not as easy as selling a 
single piece of furniture, but he’s 
too modest a salesman to claim 
any special abilities. “I just try 
to find out what my customer 
needs and then plan for him as 
carefully as I can, keeping in mind 
the effect he wants and within the 
budget that he has established.” 

The steady volume of business 
at BAT shows that this is indeed 
a good way to get business. 
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A Store 
Built for 


SELLING 


The latest thinking on merchandising and 
display techniques was incorporated in 
the model store at the 1959 convention 
of the National Stationery and Office 


Equipment Association 


ew concepts of self-selection 

merchandising to _ stimulate 
customer interest were on display 
in the model office supplies and 
equipment store at the 1959 NSO- 
EA convention. 

Five years earlier at the 1954 
convention, the first NSOEA 
model office supply store was built 
in the Normandie Lounge of the 
Conrad Hilton Hotel in Chicago. 
Open-display merchandisinig has 
been adopted by many stationers 
in the intervening years with great 
success. The store equipment 
manufacturer who planned and 
equipped both model stores says 
that sales have’ inicreased 32.7 
percent, on the average, as a re- 
sult of thousands of retailer instal- 
lations. 

The layout of the new model 
store indicates a high degree of de- 
partmentalization. There was also 
extensive use of sloped shelves, 
tiers, and binning, plus dynamic 
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Another 
feature was the effective use of 
color, which has become an in- 
creasingly important factor in store 


backdrops and staging. 


planning. Pleasantly subdued a- 
qua, yellow and gray hues were 
used to put customers in a relaxed, 
receptive buying mood. Every 
piece of display equipment was a 
standard unit. 

The purpose of the display was 
to show what has been learned 
since the original model store was 
built in 1954. These new elements 
and techniques include: 

1. Completely New Fixture De- 
sign. The new model store had 
50 percent more merchandise on 
display than the 1954 store had, 
using the identical floor space. 

2. New Window Treatment. A 
cleaner, brighter window display 
allowed the passer-by a complete 
view of the entire store. 

3. More Use of Color. Bright, 
but not harsh, new colors are used 





Overhead view from the rear shows the clean 
lines and good lighting of the model store 
seen by 1959 NSOEA convention delegates. 


on fixtures. 

4. New Packaging. Stock on the 
model store shelves, provided by 
exhibiting manufacturers, reflected 
the demand for more attractive 
and more descriptive packaging as 
needed in today’s stores. 

5. New Product Placement. Re- 
lated items were placed in the 
same general area for easy loca- 
tion. 

6. More and Better Use of Light. 
The purpose of this is to accent the 
merchandise on display and make 
it more attractive to the customer. 

7. New Interior Signs. The 1959 
signs were more descriptive for 
quicker and easier location of items. 

8. More Product Lines. A wider 
diversification of product lines was 
displayed to meet the growing de- 
mands of the home and school 
market. Customers in these two 
markets are accustomed to shop- 
ping in “open display” stores and 
they like it. 
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By Gordon BS. Cross, Ph.D. 


Consulting Editor 


K very now and then it pays to 
4slow down a little and ask our- 
selves, “Who is the boss?” If we 
are asking this question from the 
point of view of a salesman or 
some other employee, we may 
think that the boss is the man who 
sits behind the big desk and directs 
the operation of the company. But, 
if we happen to be the man behind 
the desk, we know for sure who the 
boss is. The real boss is the cus- 
tomer. 

Never before in all history has 
the customer had so much power 
as he has today. Every new in- 
vention that comes along and 
‘every new item that rolls off the 
production line strengthens the 
power of this customer who is the 
king of our free economy. We live 
in an economy of free choices, and 
the more choices offered to the cus- 
tomer, the more power he wields 
over the storekeepers of the nation. 

Each of us likes this power when 
we are buying goods, but we are 
not always so sure we enjoy it 
when we are selling. As stationers, 
we must recognize the strength of 
the customers and learn to live 
with it. Most of us have already 
learned this lesson or we would not 
still be in business. The question 
we raise today, however, concerns 
our employees. Do they know who 
the boss is? 

First off we must recognize that 
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If your employees can't answer 


this one, why not encourage them to 


review these facts of business life 


there is more to treating the cus- 
tomer like a king than just bow- 
ing and scraping before him. The 
modern customer does not expect 
the salesperson to act like a serv- 
ant. Well, then, what does he 
want? Let’s see how our person- 
nel should be trained to treat this 
monarch of all our destinies. 

Most of all today’s customer 
wants personalized service. He is 
fed up with streamlined “efficien- 
cy” in his dealing with his sup- 
pliers. He yearns to return to the 
old days when he got to chat with 
the proprietor whenever he made 
a purchase. One of our most suc- 
cessful supermarket chains has 
stopped putting the emphasis on 
speed at the checkout and has 
trained its checkers to get to know 
the customers and their child- 
ren. It slows things down a little, 
but it is paying off. 

As a business grows larger, some 
of the people in it tend to take a 
distant attitude toward the cus- 
tomers. If any employee in your 
organization takes that attitude he 
should be told that the customer 
is never too far away to affect his 
job. Whether contact is made by 
telephone, by letter or in person, 
the customer should be made to 
feel that he is getting the personal 
attention of the owner of the store. 

The second important point to 
drive home to your employees is 
that customers are human. Being 
human they want good values. 
Many of them are not at all sure 
what constitutes good value in a 
machine or in supplies. They want 
desperately to have someone to 
lean on and help them make their 
decisions. The wise employee will 
move in and fill that need. 

No greater opportunity exists 
than that of gaining the confidence 
of a customer. A customer looks 
at all sellers in one of two ways. 
He either trusts the seller to have 
the customer’s best interests at 
heart, or he believes that the sel- 





ler is out to beat him. There does 
not seem to be any in-between 
stage. He either loves you or fears 
you. A salesperson who wins the 
confidence of his customers need 
never fear for his earnings whether 
they be salary or commission. 

A third effective technique is to 
get the employee to act as if he 
owned the business. Most success- 
ful merchants once worked for 
somebody else. They eventually 
owned their own successful busi- 
ness because they develop a feel- 
ing of proprietorship in performing 
their daily tasks. 

Every employee has a stake in 
the company for which he works. 
His stake is his job and it is just 
about his most important posses- 
sion. If employees would look at 
their jobs through the owner's 
eyes, what would they see? Cus- 
tomers — they are the source of 
all livelihood for both employer 
and employee. 

Now we cannot expect our em- 
ployees to be customer-minded un- 
less they can see what’s in it for 
them today. However, more and 
more employees are coming to real- 
ize that their own personal fortu- 
nes improve only when their com- 
pany goes forward. Stronger com- 
panies mean higher salaries, better 
jobs and more security. 

The best job insurance which 
can be offered any employee is the 
opportunity to work for a strong 
company. When all our people re- 
cognize that our strength depends 
on the man or woman who buys 
the goods, we are well on our way 
to a strong company position. 

A customer is not someone who 
brings us his money. He brings 
us his wants. We have the op- 
portunity to fill those wants pro- 
fitably. It is the greatest oppor- 
tunity we have in the modern busi- 
ness world. 

The customer can fire all of us 
by refusing to buy from us. He is 
indeed the real boss. 
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Bal MAGNIFIER DISPLAYS SEND SALES ROCKETING 


— 
Mr. Arnold Shulkin of Arnold Stationery Co. writes: 


‘Our B&L magnifier sales have been amazingly increased during the past six months. 
And frankly, we give the credit to these two hard-working displays. With volume now 
better than double, the large margin we work on adds up to real fine profits.” 
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Trip to Spain Is Prize 
For 1960 Pencil Week; 
Selling Aids Offered 

A fully paid vacation in Spain for two, 
with a luxury class round-trip flight and 
10 days in Madrid will be the first prize 
for the display contest winner during 1960's 
Pencil Week promotion. 

Clyde T. Nissen, executive vice presi- 
dent of the sponsoring Lead Pencil Manu- 
facturers Assn., says this is the first time 
the industry has set up such an elaborate 
award for a promotion project. 

The prize will go to the store which a 
jury of judges selects for having done the 
best promotion job during Pencil Week, 
from February 29 to March 5, 1960. 

The competition is open to stationers 
and other retailers of pencils. Other prizes 
will include four Polaroid Land cameras. 

A considerably expanded promotional kit 
will be made available to retailers early in 
January. Marketing and sales aids will 
include large posters, mounted on board 
and unmounted; counter and door posters; 
window streamers, pennants; newspaper 
and radio-tv publicity sheets; display pho- 
tographs; display ideas; publicity ideas for 
local stores; and tips for marketing pencils 
through inside and outside sales forces. 

Retailers who wish to receive the pro- 
motional packet of display materials and 
details of the contest should write Pencil 
Week, Room 1002, 369 Lexington Ave., 
New York 17, N. Y. 


Electric Typewriter 
Sales Training Offered 

Classes in sales training on electric type- 
writers, sponsored by the National Office 
Machine Dealers Assn. and conducted by 
International Business Machines Corp., are 
being organized throughout the United 
States. 

This is the second series of IBM train- 
ing classes sponsored by NOMDA. The 
first classes dealt with the servicing of elec- 
tric typewriters. 

The new sales classes will be organized 
in any city of the United States where 
there are six or more dealers, or their 
staff members, interested in a_ two-day 
educational training program. The classes 
are open to all dealers, whether members of 
NOMDA or not. 

Instruction on all the selling points will 
be given by H. V. (Bert) Williams, man- 
ager of IBM’s used equipment department. 
Non-member dealers who are interested in 
further information about the sales training 
courses should write to NOMDA at 1542 
Hillhurst Ave., Los Angeles 27, Calif. 
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The third annual Eastern Commercial Stationery Show in New York re- 
ports a record total attendance of 7,119, a gain of more than 2,000 over 1958, 
The winner of Mopern Srationer’s mink stole drawing at the show was ARTHUR 
A. WituiaMs, manager of Howard W. Boise, Inc., Plainfield, N. J. (Further de- 
tails in next issue.) 

- - * * 

R. W. Sprorr of Globe-Wernicke Co., J. L. MANN of Sturgis Posture Chair 
Co., and C. L. Perrisone of the B. L. Marble Chair Co. were featured speakers 
at the Western Area Conference and Exhibit of the National Office Furniture 
Assn. “How to Sell More Office Equipment at a Profit” was the theme of this 
third annual NOFA event at Los Angeles, featuring a program of selling ideas 
and a display of products made or warehoused on the Pacific Coast. Another 
of the speakers was Joun R. Gray, executive director of NOFA. 

* * * . 

The Philadelphia Stationers Assn. gathers for its 54th annua) banquet Nov. 
17, paying tribute at the same time to Ricnagp Yeo of Yeo & Lukens Co. Still 
active after more than 70 years in the industry, Mr. Yeo celebrated his 85th 
birthday the day before the testimonial at the Warwick Hotel in Philadelphia. 

* * = * 

Reversing a previous stand, the National Retail Furniture Assn. has voted 
to support the enactment of a federal Fair Trade law. In recent balloting, its 
members were found to be 65.6 percent in favor of such a law. 

* * * * 

BensaMin Ku tp, chairman and president, and Georce Wotcort, vice presi- 
dent, retired Oct. 31 from active management of Wilson Jones Co. Under Mr. 
Kulp’s leadership since 1920, the company became the largest supplier of com- 
mercial stationery products in the world, with annual sales rising from $1.7 mil- 
lion to $18 million. Mr. Wolcott has been with Wilson Jones since 1929 and in 
the industry for 56 years. 

7 * o * 

Tommy (Old Reliable) Henricu, who during a spectacular baseball career 
with the New York Yankees signed many a contract, has signed with a new team, 
Diebold, Inc. He will serve the company in a sales and public relations capacity, 
with headquarters at the main offices in Canton, Ohio. 

* * ca * 

Scripto, Inc., has acquired 100 percent of the stock of Burnham Products 
Corp. and Broadway Pen Corp., New York City. James V. CarMicHacg., Scripto 
president, said the acquisition further implements a long range planning program 
of broadening manufacturing and distribution efforts in the writing instrument 
industry. Burnham Products specializes in the advertising specialties and chain 
store business, with products sold under the trademark, “Everglide.” 

7 * o * 

The first fall sales seminar and dinner of the Offureps Club of New York 
(office furniture representatives) was held at the Brass Rail Restaurant Nov. 4. 
L. R. Appincron of Art Metal Construction Co. spoke on “Today’s Challenge to 
the Office Equipment Salesman” and J. L. Mann of Sturgis Posture Chair Co. 
spoke on “Sales Techniques and Office Furniture.” Burnuam Martruews was 
chairman of the sales seminar committee. 

* * * 

Waterman Bic Pen Corp. is offering dealers an unusual Christmas window 
display built around a 24” by 16” reproduction in color of a famous Currier & 
Ives winter scene print, “The Road-Winter.” The early American theme of the 


print ties in with Waterman’s celebration of its 75th anniversary. Miniature 


reproductions of the print appear on Waterman gift packages for the holiday 
season. 
7. * a * 
Ricuarp C. Siesert of Associated Stationers Supply Co., Chicago, has been 
promoted from assistant wholesale sales manager to the position of wholesale 
sales manager. 


PRESSTIME NEWS —" 
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with Versatile DOME BOOKKEEPING RECORD 


Why stock a variety of slow moving book- 


keeping records ...? This one popular book 3° 


is all you need. No refills... full big profit 
on repeat sales! 


Others for RECORD SALES ! 


- DOME 
NOW ! 0 - nome TAX RECORD 
TO SERVE 
YOU FASTER 
A New 
Pacific Coast 
Warehcuse 
* 


4802 Loma Vista Ave. 


Los Angeles 58, 
Calif © No Weekly Summary 


© No Name, No Word, No 3: 50 


Figure is Duplicated 
© You Write it Only Once 


PAYROLL BOOK pAYROLL BOOK 








* Contains Weekly Sum- 
mary with Cut-Leaf y] 
















Sheets 


* Exclusive Dome Instant 
FICA Tax Calculator 


* Exclusive Calendar of ¥ax Forms 


DOME PUBLISHING ae) Inc The DOME Building - 357-361 Canal St. - Providence 3, Rhode Island 
e7 e 


4802 Loma Vista Ave. - Los Angeles 58, California 





Specially Designed for 00 
Salesmen, Employees 1: 
and Homeowners 
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Don’t let this profit 
walk out of your store! 


A laugh-making, sales- 
booming specialty item 


Just display it near your cash register and ring’em up! 


toute got 19h i - = I NFERNAL 
_ REVENUE 


you MIGHT JUST 
By ANGELO 


Forty-six original car- 
toons in two colors along 
with scores of anecdotes 
from the Internal Rev- 
enue Department's own 








SUBDIVISION 
GUIDES 





















©00000000000000000000000000000000000000000000000000000000000000000000000 


You, too, can increase your guide busi- 
ness 100% to 200%! Usually all you SUBDIVISION 
have to do is ask your customer, (1) — GUIDES 


how many cards or folders they have, ’ | 
Available in self | 


(2) — how often these cards or folders tabs, celluloid tabs, | files that help take the 
are referred to, (3) —- and whether nor- black metal tabs; | sting out of the tax bite. 
mal expansion has been considered? You Pressboard an d| Shipped in self-service 


a cartons (packed 


will be surprised how many times you bristol stock; All 
» y ¥ 2 books to a carton). 


will sell 40, 80, or 120 sub-division ‘%ondord sizes.| 


Quick service guar- | $1.25 each 
sets instead of the usual 25. Try it! anteed on special THOMAS NELSON & SONS 
You will be gratified with the results. orders. 

GUIDE SYSTEM & SUPPLY COMPANY ~~ 
335 CANAL ST. NEW YORK 13, N. Y. 
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Packaging Award Won 

LePage’s has been named a winner of 
a Silver Star award in packaging compe- 
tition sponsored by the magazine Variety 
Store Merchandiser. Awards were made in 
10 product classifications and LePage’s 
Plasti-Pak cellophane tape dispenser won 
the award in the stationery division. The 
dispenser is a round clear-plastic contain- 
er with a flip top cutting bridge. 


Former NOFA Officer, 
Floyd Fenn, Dies 

Floyd Fenn, former vice president and 
board member of the National Office Furn- 
iture Assn., died in early October. 

Mr. Fenn was president of the California 
Desk Co. in Los Angeles, Calif. He was 
largely responsible for drawing up the 
NOFA code of ethics which was presented 
at the Association’s 1958 convention in 
Philadelphia. Born in Indiana, he had 
lived in Los Angeles 39 years and was 60 
at the time of his death. 


Novel Promotion 
Announced by Apsco 

Van der Boom, Hunt, McNaughton, Inc., 
advertising agency recently mailed out 
750,000 “dollars” to stationers all over the 
country for their client, Apsco Products, 


Inc. The “dollars” are heavy paper disks 
that have a silver coin printed on one 
side, and on the other side the words, 
“Ask us about Apsco’s free Christmas 
Bonus Coupons. Good Oct. 1 through 
Dec. $1, 1959.” 

The paper “cartwheels” are part of jum- 
bo mailers sent to 7,500 stationery dealers 
to kick off a pencil sharpener promotion 
that will see two and a half million cash- 
redemption coupons going to consumers. 
The “take-me-to- your-stationery -dealer” 
coupons are good for $1.50 on the pur- 
chase of Apsco sharpeners. 


Full Page in Life 

Dome Publishing Co. has announced 
that the January 18, 1960, issue of Life 
magazine, on newstands January 14, will 
contain a full page national advertisement 
featuring the company’s four best-selling 
bookkeeping and payroll record books. The 
company says this is the first time that 
Life magazine has been used to promote 
the sale of a simplified bookkeeping record 
and payroll records. 


Birmingham Dealer 
Announces Promotions 
Roberts & Son, oldest printer, engraver 
and office outfitter in Birmingham, Alla., 
has announced the appointment of Frank 
Kinzey to vice president in charge of the 
commercial and county supply department. 
Starting as an inside clerk and working 


later as an outside salesman, Mr. Kinzey 
has been with the company since 1934. 
After serving nearly five years in the U. S. 
Navy, he returned to manage the office 
supply department after World War II. 

A. C. Simpson has been promoted to 
vice president of the company’s commer- 
cial furniture department, with Robert 
Blackshear as assistant manager. Both 
men have been with Roberts & Son since 
1957. 


New Services Offered 
To Members of NOMDA 

Newspaper advertising mats and a pro- 
gram of major medical, surgical and hos- 
pital insurance are among new services 
available to members of the National Of- 
fice Machine Dealers Assn. 

Two styles of ad mats are being offered. 
The first type is a set of four one-column 
by 8” reproductions of NOMDA’s window- 
counter cards. The second set consists of 
a two- page set of more than 25 old-time 
typewriters, which can be used in advertis- 
ing used machines. The first set is free and 
there is a nominal charge for the second 
set. Original cuts for the used typewriter 
mats were provided by dealer Herbert 
Toussaint of Camden, N. J. 

The new insurance program follows a 
group life plan which was made available a 
year and half ago. For the present, the 
insurance is available only to members of 
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But hundreds of your customers do . 
know about Cramer “Guardian” Office Machine Stands. 


Old-fashioned office machine stands are just about as un- 


. . and you can pick up 
new sales before your customers pick up a ruined machine 


stable as four spindly toothpicks . 


from the floor. 


Cramer Office Machine Stands are sturdy steel. Safety 
domes are edged with plastic rings that “freeze” to the floor. 
Built-in fingertip levers control casters and side leaves. Tell 
your customers their machines deserve to be “Backed by the 
Best.” There’s a Cramer stand for every office machine. 


Write for Complete Details 





YOU 
WOULDN'T 
SET AN 
EXPENSIVE 
MACHINE 
ON 


TOOTHPICKS! 


. . because they don’t 


2 ea.—S6602 


1 ea.—S6611 


OFFICE MACHINE STAND acca 









Model OMS-1 





HI-MODEL POSTURE CHAIR 





POSTURE CHAIR COMPANY, 


625 ADAMS STREET 


32 


DEPT. « 





INC, 


KANSAS CITY, KANSAS 





Drafting Stool 4D-22-TC 
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PATENTED “CLEAN CHANGE” TYPEWRITER RIBBON 


COPI-MATE “ offers 


a complete 
%K merchandising package. 
3 POINT PROGRAM 


for BIGGER and FASTER TYPE- 

WRITER RIBBON PROFITS and reduces 
high inventories. 

COPI-MATE Double Pack . . . The only rib- 

e bons available with a DOUBLE SPOOL PAT- 

ENTED “CLEAN CHANGE” package in a se- 

ries of 12 packs. One of the 12 packs will 

fit any standard, manual, electric and all 

portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 

e CHART and FREE SALES LITERATURE... 
A sure fire counter display (illustrated) con- 
taining complete ribbon inventory and sales 
aids, Display near cash register for quick 
impulse sales. 


COMPLETE LINE... Leedall has a complete 
e line of COPI-MATE PATENTED ‘CLEAN 
CHANGE" typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE" line and you won't 
miss a sale. 
Dealers: Write for complete catalog and 
price lists. 
LEEDALL products mfg. co., inc. 


MILLTOWN, NEW JERSEY 
* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC. 


INKED RIBBONS + CARBON PAPERS + DUPLICATING SUPPIES 
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Your 
Dependable Index 
tO... 


CUSTOMER 
SATISFACTION 


GREATER 
SALES 






INDEX C 


Quality-produced, 
economy-priced 
... With 
guaranteed tt 
uniformity of = 


—T 
size and ruling. onan ! 
Lint-free 100% H 




































































sulphite stock. 


Ideal for addressing 
machine use. 


* 
* 
*% Sizes 3” x 5”—4" x 6"—5”" x 8". 
* 
* 











Colors: White, Buff, Salmon, Green, Blue, 
Cherry, Canary. 


Also available in 50% rag content stock. 


NEW SALES-STIMULATING FILING SUPPLIES 
and GUMMED SPECIALTIES from SUPERDEX 


Quality products economically-priced for 


customer satisfaction and BETTER PROFITS 
% PRESSBOARD FOLDERS 


Heavy-duty cloth-hinged bottom. With or without metal tabs. 


% PRINTED FILE FOLDERS 


A-Z (25 to set). Durable, combination folder-index. 


* FILING JACKETS 


Closed sides for sater storage of tax records, bills, etc. 


* “W"' 1” EXPANSION FILE FOLDERS 


Holds more, bulkier papers without sagging. 


% FANFOLD LABELS 


For file folders, etc. Economical, easy to handle. 


% ADDRESSING LABELS 
Perforated, gummed 81/2” x 11” sheets. 24 or 33 to sheet. 


FREE SAMPLES THE WARSHAW 


AND 
INFORMATION 
FROM 


MANUFACTURING CO., INC. 


One of America’s largest manufacturers 
of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, N.Y. 
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NOMDA’s 48 local associations. 

NOMDA, in conjunction with Inter- 
national Charge, Inc., has also announced 
a new national credit card plan for con- 
sumers. 


Carpenter-Federal 
Clinic Held in Texas 

A sales and merchandise conference for 
stationery dealers and dealer salesmen was 
presented in Houston, Texas, Oct. 17 by 
the commercial stationery division of Car- 
penter Paper Co. The day-long affair was 
held at the Shamrock Hilton Hotel. It was 
the fifth such conference of the year spon- 
sored by Carpenter and its Federal Sta- 
tionery Co. wholesale houses. Other ses- 
sions were held in Kansas City, St. Paul, 
Denver and Oklahoma City. 


Decimal Packaging 
Well Received at Show 

Introduced for the first time at the 1959 
NSOEA show in Chicago, Burroughs’ Deci- 
Pak package for business machine ribbons 
was reported well received by dealers and 
manufacturers alike. 

J. T. Suydam, dealer sales manager for 
Burroughs Corp., says the response at the 
show was more than enough to justify 
the new method of merchandising ribbons. 

“Deci-Pak” is Burroughs’ trademark for 








J. T. Suydam of Burroughs, center, shows 
new Deci-Pak to Betty Grieffendort and Pat 
Judd of Business Supply Co., Benton Har- 
bor, Mich. 


a newly designed package that handles 10 
ribbons instead of the traditional dozen or 
half dozen. The problem of computing the 
dollar value of ribbon stock is thereby 
simplified. Other advantages are simplified 
invoicing and ordering, better shelf accom- 
modation and more attractive packaging. 
Ribbons in the Deci-Pak are individually 
packaged in tuck-in boxes and marked for 
easy identification. 

Mr. Suydam says he was encouraged to 
learn at the show that other manufac- 
turers, representing other types of products 
for the office equipment trade, are study- 








ing or have undertaken a decimal packag- 
ing concept for their products. 


‘Gold Mine’ Contest 
Winners Announced 

Nine winners in the “gold mine” contest 
sponsored by The General-Gilbert Co. at 
the NSOEA show have been announce, 

The grand prize, a gold adding machine, 
was won by A. K. Thomas, A. K. Thomas 
Co., Lawrence, Mass. 

Gold coin winners were Don Branham, 
Branham’s, Inc., Oklahoma City; Warren 
Miller, Valley Stationers, Sherman Oaks, 
Calif; Mrs. H. Caldwell Harper, Harper 
Bros., Greenville, S. C.; Marshall Sherman, 
Krill Office Supply, Chicago; Mrs. Richard 
Blair, Kent Office Supply, Kent, Ohio; E. 
Gillies, A-1 Office Equipment, Hawthorne, 
Calif.; Milton Boch, Fiddler & Chambers, 
Davenport, Iowa; and Gordon B. Waller, 
Bailery Typewriter Exchange, Fort Dodge, 
Towa. 


Remodeling Brings 
30.9% Sales Increase 

Frank W. Hodgkinson, owner of Hodg- 
kinson’s Office Supplies, Athens, Ga., re- 
ports a net sales increase of 30.9 percent 
in the first nine months following the re- 
modeling of his store. 

Mr. Hodgkinson opened his business in 
April, 1946, and enjoyed a gradual in- 
crease in business through the years. Then, 
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the roll memo with the reel pencil 


$Q-95 
(Incl. Fed. tax) 
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CRAM’S||Pull Down Globes. 











Finger Touch to Move 
Up or Down 
Right or Left. 


Adjusts to any 
Height. 
Counterbalance 
holds at any 
position. 














A wwandsome and handy unit for hotwe or office. You'll want one for the phone 
table, one for the kitchen wall. Will look handsome on his office desk, toc 
Permanently attached chain-reel mechanical pencil pulls out .. . winds back 
automatically on 14-inch chain. In seven colors: white, red, turquoise, brown, 
yellow, black and pink, all with chrome trim. Refills with standard adding 
machine paper roll. 


© PRODUCTS 
Division of KETCHAM & MeDOUGALL, INC., Box 15, Roseland, N. J. 


Send for catalog describing complete PAT line. @ 
Stomp Keeper + Tope Keeper « Reel Riter Ball Point Pen « Pin-On Pencil 


TElottoch Pencil « Kev Keeper « MemoMatic « Rememo 








eel 
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Ideal for CHRISTMAS GIFT 

For den study * children’s room 
Cram SHATTER-PRUF Globe, 10/2” or 12”. Completely 
safe—Virtually unbreakable. Illuminated or Universal 
Models. Stock up now with CRAM Globes for Christmas 


buying. Large selection available for immediate de- 
livery. Window trims and other dealer helps available. 


GEORGE F. CRAM COMPANY, Inc. 


730 E. WASHINGTON ST., INDIANAPOLIS 6, IND. 
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Satisfy 
your 
customer’s 
addressing 
demands with 


NEW 
VERSATILE 


Yin 
“maou 


Spirit 
Process 
Addressers... 





MODEL 7O 
Prints from paper tapes pre- 
pared in a standard type- | 
writer. A low cost system 
. . easy to install. 
NO PLATES ¢ NO STENCILS eNO INK | 


Features ‘‘Automatic | 
Drive” that moves mailing | 
pieces into printing posi- | 
tion. Names change auto- | 
matically with each pull of | 
the handle. 





Designed to — 
fit the job... 
Tare 


MAKE MORE 
DROAIT 





MODEL s9S . 
Prints from paper address 
slips prepared in a stand- 
ard typewriter. 

NO PLATES « NO STENCILS « NO INK 
Easy list maintenance. Fea- 
tures ‘Automatic Drive” 
that moves mailing pieces 
into printing position. 
Automatic address card 
feed. Address slips fit into 
3-fold HolderCards. Holder 
Cards are 3 x 5 and may 
also be used for record 
ADDRESSER keeping. 
mAsTER vou Gell! 


Nationally Advertised in leading 
church, fraternal, office and business pub- 
lications. 


Dealer Aids — Direct mail pieces, 
statement stuffers, display cards and news- 
paper mats. 


FOR COMPLETE INFORMATION WRITE TO: 


putin Alldlielldy 


COMPANY 
©500MS WEST LAKE STREET MINNEAPOLIS 26, MINNESOTA 


e Attractive Dealer Discounts 
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Increased Social Security Tax Makes 

Every Office a Prospect for Famous 

DELBRIDGE Social Security and 
Withholding Tax Charts! 


Effective January 1, 1960, every office, every 
payroll department must make increased social 
security tax deductions from employees’ earnings! 


The revised DELBRIDGE Social Security & 
Withholding Tax Charts feature these changes 
plus withholding tax deductions. Four separate 
editions cover all payroll periods—weekly, 
bi-weekly, semi-monthly, monthly. Guaranteed 
accurate! Retail price $3.50— 

you make $1.75 or 100% profit! 


Alert your salesmen to this rate change— 
start taking orders now for 
DELBRIDGE Charts. 
Immediate delivery! 


Write Today for Supply 
of Catalog Pages... 
Envelope Stuffers! 


DELBRIDGE CALCULATING SYSTEMS, INC. 


ust 


2502 Sutton Ave St. Louis 17, Missouri 
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on New Year’s Day, 1959, he installed six 
Bulman island displays and two Bulman 
wall runs in the 2,500 square foot store. 
He was able to display 45 percent more 
merchandise than previously and he »b- 
served a pick-up in sales immediately after 
the store was opened for business on 
January 3. 

“Before I made my nine-month sales 





comparison with 1958,” says Mr. Hodgkin- 
son, “I knew that our sales were up. How- 
ever, I had no idea the percentage was so 
great. Even if our sales were up only a 
fraction of this 30.9 percent, we would be 
pleased with the new arrangement be- 
cause we are operating more efficiently. 

He credits as a major factor in the sales 
increase the fact that the conversion to self- 
selection operation resulted in more 
“fringe” purchase — customers purchasing 
items in addition to those they originally 
intended to buy when they entered the 
store. 


Ivan Allen Co. Opens 
Store in Chattanooga 

In an effort to expand its sales opera- 
tion in the fast-growing Tennessee Valley 
area, Ivan Allen Co. recently opened a 
new branch store in Chattanooga. It is 
the tenth store in Ivan Allen’s general line 
operation and its twelth 
Thermo-Fax Sales divisions. 

Heading up the Chattanooga store is 
Jack McGehee, who has been with the 
firm for 10 years. He was previously mana- 
ger of the Quick Copy department in At- 
lanta. Associated with him are Jere Ben- 
nett and Buddy Herren, both of whom 
were previously in the Atlanta sales de- 
partment. 

The new store occupies 90 feet frontage, 
all glassed, and is the second largest in the 
Ivan Allen operation. Five thousand 


including two 


square feet are given to display and stock 
inventory. Natural paneling and cork- 
tone floors provide a neutral background 
for displays of wood and steel equipment, 
Accent spots of brightly pointed peg board 
are focal points for the display of accessory 
' - : 





and stationery items. These displays are 
actual inside-store windows and are treated 
as such with semi-monthly changes of copy 
and merchandise. 

In connection with the store’s opening, 
gifts of a desk clip-board with relillable 
memo pads were distributed to 2,500 key 
acounts in the Chattanooga area. 

In other news from Ivan Allen Co., Wil- 
liam H. Glenn, Jr., president, has an- 
nounced the appointment of Jerry Banbury 





WHEN YOU SELL 


AQUABEE 





AMERICA’S MOST COMPLETE LINE OF 
QUALITY PAPERS FOR THE DRAFTSMAN 


* GRAPH SHEETS TRACING PAPERS 
* CROSS SECTION PAPERS 


* PLANETABLE PAPERS 


DEALERS! Send for free samples and Price List! 


( 


SILK SCREEN PARCHMENTS 
LAYOUT PAPERS 
ACETATE SHEETING (CLEAR OR MATTE) 


“if EE PAPER CO., INC. 


BOX 1016 * PASSAIC, N. J. 








PROFILE PAPERS 


| Request latest catalog 
of complete Sterling 
line of School and 
Stationery items. 

| 

| 

| 
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There's A BIG Market For STERLING'S Exciting New 


PENCIL SHARPENER 


| 









For Desk or Wall s 
en 





QUALITY CONSTRUCTED 
of high-impact plastic 
for durability. 
HANDSOMELY PACKAGED 
for powerful eye and BUY 
appeal. 

BIG VALUE comes complete with 2 extra 
hardened steel cutters and 2 mounting screws. 


POPULARLY PRICED at $1 to capture volume 
sales. 


STERLING PLASTICS CO. 


1140 COMMERCE AVENUE - UNION, NEW JERSEY 
Manufacturers of Stationery and School Supplies 
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Heres why 
Seal-C)-matic 
MOISTENERS 

Are the Leaders!! 


11/.—3,50 List 
3” —4.25 List 


ALL METAL QUALITY CONSTRUCTION 
No plastics, porcelain or other substitutes 

© Completely rustproof, unbreakable zinc 

© 100% pure bristle brushes, stainless steel ferrules 
® Beautiful chrome Brass top—non-tip rubber feet 


COMPLETE LINE 


® Moisteners for every application from 12” width 
to 6” width 


PRICE LEADERSHIP 


© Competitive prices—best discounts—biggest profits! 


INVENTORY CONTROL PLAN 

® Moisteners may be combined with tape machines 
for quantity prices 

© All units not sold in one year may be adjusted for 
credit or exchange for other models 


Take advantage of the demand we've created. 
Stock and sell THE largest selling line . . . 
Seal-O-matic Label & Envelope Moisteners . . . 
and watch your sales volume grow. 





Tapemaster #45 Tapemaster #70 Flash Brush Sealer 


For complete details write to: 


Seal-C)-matic 


DISPENSER CORP. 
169 Murray Street, Newark 5, N. J. 
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AbbRite FAVORITE #59 
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“FAVORITE’ 


The perfect 
office pen 















@ Retillabie with re- 
tractable feature 
@ Unique shape for max- 
imum writing comfort 
@ Pen-size, visible ink 4 
supply in 644” long. 
refill é 
@ Choice of biue, 
green or biachelnmy 
Medium or Fin Aine — 


@ Packed in h 7 re 
boxes with — 
10 . 


" OFFICE-RITER 


ecially designed for ac 
ting, bookkeeping and 

al office use 
" @ Desk, models without 






trays 


F popular ink colors 
Fed, green and 























ree noc er $1.00 each 






Tse. For per Purpose 
PEN, IN 
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as manager of the Technical Supplies De- 
partment to be responsible for technical 
supplies in all Ivan Allen stores in four 
southern states. 


Busch of Baltimore 
Wins ‘Stereo Theatre’ 

John A. Busch, manager of the stationery 
department of The Baltimore Stationery 
Co., won the combination Magnavox Hi- 
Fi Stereo phonograph-radio-television set 
awarded at the recent NSOEA exhibit by 
Keith Clark, Inc., and Defiance Calendar 
Co. 

Stationers and their representatives who 
visited the KC-Defiance booth had re- 
ceived circular “records” as tickets for the 
drawing in the mail, with an invitation to 
see the display and deposit their tickets 
The drawing for the “stereo theatre” was 
held during the Chicago show. 


Manufacturers Announce 
Enlarged Facilities 

Air Accessories, Inc., has announced 
plans for a new branch factory to be lo- 
cated in Fort Wayne, Ind. The new plant 
will supplement production of the factory 
in Fort Worth, Texas. The firm’s Delta 
Products Division makes “Floor Show” trans- 
parent office chair mats for the office furn- 
ishing industry. 

Oe _ Greeting Cards, inc., has announced 


expansion of its facilities in the recent for- 
mation of a separate division to be called 
Oz Specialties, Inc. 

Facilities for production of trading 
stamps in Canada were established in Oc- 
tober with formation of Eureka Specialty 
Printing Co. of Canada, Ltd. in Toronto 
and Paris, Ont. Many of Eureka’s other 
products may also eventually be produced 
at the Paris plant. 

Purchase of the assets of Filmsort Co., a 
division of Miehle-Goss-Dexter Inc., has 
been announced by Minnesota Mining & 
Manufacturing Co. Filmsort has a patented 
method of mounting individual microfilm 
frames in aperture filing cards. There will 
be no interruption in service, 3M says. 

A new showroom of furniture for busi- 
ness and professional interiors has been 
opened by Richard Draper & Co. at 16 East 
52nd St. in New York City. 

Completion of a new building provides 
an additional 42,500 square feet of manu- 
facturing space for the Harter Corp., Stur- 
gis, Mich. Productive capacity is increased 
about 20 percent. 


Ball Pen Ink Specialists 
Observe Tenth Anniversary 

4 small firm in California which started 
out to manufacture chemical specialties 
for other industries and wound up as the 
world’s largest supplier of ballpoint inks 
has been celebrating its tenth anniversary 
this year. 





PRESENTATION 
EASEL 


T. M. registered 


At last, a well constructed, 
reasonably priced lecturer's 
easel...which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 





$25.00 List Price 
FOB: Glendale, L. |. 


EASELS MADE OF WOOD STAND UP BETTER! 


@ 28” x 36” chalkboard with padholder @ 2 28” trays (2nd 

tray for storage) m Easy height adjustment: 44” to 80” = 

Portable @ Compact ™ Solid construction = Attractive finish 
Please write for literature mentioning this publication. 


ANCO WOOD SPECIALTIES, 


GLENDALE BW 


N. 
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Gordon S. Lacy, left, general manager of 
Formulabs, Inc., is shown with his partner, 
Clarence Schreur, president and chief of 
research. 


Formulabs, Inc., of Escondido, Calif., is 
also a firm that has been a leader in re- 
cent efforts to establish quality standards 
and develop new uses for ball pens, as 
unit sales have climbed from 50 million 
to 500 million in less than a decade. 

Clarence Schreur, president of the com- 
pany and a chemical engineer by pro- 
fession, did pioneering work in the ball 
pen ink business as early as 1940. But it 
was not until 1949 that he joined Gordon 
Lacy in establishing Formulabs. They were 
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SELF-SERVICE 


SILENT SELLING SALESMAN). 


increases your profit! 
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Good News! Here is a new self-service 
display rack of popular priced, quality Account “ 
Books for all purposes. This compact counter 
rack holds an assortment of three book sizes. 
Also, a selection of many rulings to fit your 
customer’s needs. It’s truly the modern 
approach to increased profits! 















ALL-ROUND 
ACCOUNT BOOKS 


for HOME 
BUSINESS 
PROFESSIONAL 
CLUB 
CHURCH 


RECORD 
KEEPING 


HERE’S WHAT YOU GET INTHE © 
_ NO. 14-A FAST SELLING ASSORTMENT | 


1 self-service wire rack display 

1 assortment (12 books) No. 1450-A 
1 assortment (12 books) No. 1451-A 
1 assortment (12 books) No. 1452-A 


ALL BOOKS IN RACK ASSORTMENT ARE STOCK 
ITEMS AND CAN BE ORDERED SEPARATELY. 


Ask Your Wholesaler for Vernon’s new 
No. 14-A self-service wire rack display! 





S. E. & M. VERNON, INC. Ga 
. 


65 DUANE STREET + NEW YORK 7, N. Y. 
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Roneo 250—the handiest portable duplicator—weighs 


only 29 lb. It's compact, too, only 16 x 12x 13 inches. 


Accommodates a full size stencil. Will produce print- 


ing press quality text and halftones. Sell the ma- 


chine that's easy to demonstrate—automatic inking. 


Write : “addo-x inc”, 300 Park Ave, New York 22, NY 


pe Roneo 250 —ag 
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NEWS. . ‘Spot Carboner’ Offered 
As External House Organ 
ready the following year with a quick- To keep the printing trade posted en New 
drying ink that brought the now retract- developments in the business forms field Ch 
able tip ball pens quick endorsement for a general and spot carbonization im par- exccu 
etciiaiel enn ticular, Spot Carbon Products has intro- featul 
Now Formulabs manufactures or licenses — a four-page newsletter, Spot Car- mode 
for manufacture more than 80 percent of ae , : struct 
the ball pen ink in the world, serving There nal no charge for being placed fectio 
sleieaal every major U.S. maker of ball- on the mailing list. Requests should go to In ad 
: " .S. me é ; Sokol. S ‘ - 7 
point pens. The company’s staff includes a 4 els sk 
a technical marketing manager whose job sin ata cnitiatas Neale eee _— 
it is to help pen manufacturers build sales retal 
Phor 
A unique machine is used by laboratory 
technicians to test writing qualities of ink 
at Formulabs plant. : 
volume, gain consumer acceptance and im- 
prove the quality of the product. Mr. \ 
Schreur himself, who doubles as chief of 
research, has headed the Ball Pen Stand- : 
ards Committee of the Fountain Pen and and 
Mechanical Pencil Manufacturers Assn. Hand 
Seeking the perfect ink, Mr. Schreur relax. 
has developed more than 1,500 formulas i 
sag! < no ir 
to date. The ideal ink, he says, must dry plugs 
quickly and write smoothly even on greasy . is go 
Members of the industry's Ball Pen Stand- surfaces. If must remain permanent, and Al Magid, left, sales a —— sa paid 
i i i ix- . . . i . ts the covete i- , 
ards Committee inspecting one of the mix it must be stable in the cartridge for Eagle Pencil Co., accepts ge A: West 
ing vats in the Formulabs plant are, left ie ilies tien initating rect Mail Leaders Award from Colin amp 
to right, Clarence Schreur; Herbert Lindsley, a oe Sinad #0 oe bell, awards chairman of the Direct Mail c 
Shaeffer Pen research chief; Galen Sayler, corroding the container. This is being ac- Advertising Assn. Competing against all in- are 
chief chemist for Parker Pen; and Dr. Rich- complished, he says, through research and dustries, this is the second year in a row Me 
ard Meek of Scripto. rigid quality control. that Eagle has won the award. - 
— —_—— _ —__—_——— - __—_ $$ ———$____——— studi 
put 
the ( 


You Get : SOMETHING | | «« 
SAME DAY ) 


NEW 
SERVICE 


IS HATCHING IN [ oy 
FILING SUPPLY ferin, 

aa $1.5 
Merchandising @ rang 








in ° = 
Pic-A-Pack | j = 

| POLY-PACKED oe 

S F A L S | SELF-SERVICE Met 
© FOLDERS 7 


® GUIDES 


® INDEX CARDS 
AND GUIDES 


FREE COUNTER 
DISPLAY WITH 
STARTER ORDER 


00 At last — real profits in the small filing supply order! 
Merchandise stays fresh . . . always in view in clear plastic 
Retail List 


NOTARY and CORPORATION 





| 
No. 1 Pocket Seals | 





oe 


package — invites impulse sales from ‘‘smaller quantity” 
buyer with minimum effort on your part. Attractive low prices 
—greater sales and profits for youl Ask for complete details. 


IMPERIAL METHODS CO. 
Forest Park, Ill. 


Sold Only : 
Thru Dealers DEALER DISCOUNT 40% 


LOUIS MELIND CO. 


3524 N. CLARK ST. CHICAGO 13 
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(Continued from page 14) 


New Chair Series 14 
Che new Standard series of 
executive chairs by Luxco 
features a combination of 
modern design, quality con- 
struction and functional per- 
fection, all at a popular price. 
In addition to the three mod- 
els shown a deluxe secretarial 
posture chair is available to ~ , ee 
retail at $29.95 to give a “room full of chairs for only $135.” 


Phone Amplifier 15 

. A newly developed transistor- 
ized, battery operated telephone 
speaker now makes it possible to 
transform the phone into “a no- 
hands intercom”. You simply 
cradle the telephone receiver in 
Fone-Master, then listen or speak 
from anywhere in the room. The 
incoming call will be amplified 
and easily heard by anyone within 30 to 40 feet of the phone. 
Hands are free to jot down notes, check files, or just sit back and 
relax. Made of shock-resistant poly-styrene, Fone-Master requires 
no installation. It is completely portable; there are no wires, no 
plugs. It costs only pennies a month to operate and the battery 
is good for 1000 hours of continuous use. The price is $39.95 post- 
paid, according to North American Industries, Dept. X-225, 101 
West 31 St., New York 1, N.Y. 





“ nook oe 
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Card-Gift Combination 16 

Men’s tie and hose sets pack- 
aged as colorfully lithographed 
studio greeting cards are being 
put on the market in time for 
the Christmas season by Fashion 
Neckwear Co. The new package 
is dressed up with greeting card 
designs and displays merchandise 
on its inside fold in pilferproof 
latex blisters. The purchaser 
simply fills in the name of the recipient and donor and slips the 
gift into a mailing envelope, supplied with the merchandise. Of- 
ferings in the new package include a tie, suggested retail price 
$1.50, and a tie-and-sock combination, to retail in the $1.98-$2.50 
range. Packages measure 4% by 13 inches folded size. The 
company is planning new versions of the studio gift card package 
for Easter and Father’s Day. 


Foil Gift Wraps 17 

A new concept in gift wraps was displayed at several 
shows this spring by the Decorative Foil Division of Reynolds 
Metals Co. The gift wraps, a collection of more than 60 patterns 





and designs on aluminum foil, are known as the Reynolds “De- 
signs for Giving” collection. The designs are divided in four 
lines — the All-Year or every day line, the In-Store line, the 
Christmas line and the Fun Wrap line. Retail pricing ranges 
from 50 cents to $2.75. An addition to the line is a collection 
of foil cutouts, tags and seals to be used as package decorations 
and retailing at 25 cents a set. Dealer aids include door decals, 
window banners and a series of space-saving, self-service display 
fixtures. 


Telephone Device 18 

A new electronic telephone device 
permits a person to carry on a two- 
way telephone conversation without 
holding the phone. Called Magna- 
phone, it is made by Kay-Townes An- 
tenna Co. to sell for $59.50. It is 
a portable unit, battery operated, 
with no wires and no _ installation 
problem. The user just places the 
telephone receiver on the Magna- 
phone and answers the call or dials 
a number, free to refer to papers and files while talking. On 
important calls, it enables all interested parties to be present 
to listen and talk or a secretary can record the complete con- 
versation. No warm-up time is required and volume is adjust- 
able. The units weigh 4 pounds each and are packed six per 
carton weighing 25 pounds at Rome, Ga. 





Display Easels 19 

An adjustable display easel P ; 
that will hold anything from a 
show card to a shovel is made 
by the HolzAll Co., a division of 
the Black Hills Gold Jewelry 
Mfg. Co., Rapid City, S. D. The 
HolzAll easel, to retail at 49 
cents, is made of bright alumi- 
num or gold rod, with a plastic a as es 
bumper at the point of upper iaibeale It adjusts to hold large 
or small items and can be used as a teching or typing aid, as 
well. The same company offers Sho-Mor display stands in bright 
aluminum or anodized gold. The Sho-Mor stands have snap-in 
slots every inch for adjustable wire brackets that hold a 
variety of items. 





Duplicator 20 
g 7 A new all-electric spirit duplica- 
tor the Copy-Rite Golden Streak, 
has been introduced by Wolber 
Duplicator and Supply Co. Features 
include automatic shut-off after the 
last sheet is duplicated, an exclusive 





tell-tale signal that glows while cur- 
rent is flowing, and a lever that stops fluid flow and _ releases 
roller pressure in one operation. The machine is $299.50, plus tax. 








SNAPEX TAX & STOCK 
BUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—Invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 

You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 

IMMEDIATE SHIPMENTS right from stock 














Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 


APEX BUSINESS SYSTEMS 





540 PEARL ST., NEW YORK 7, N.Y. * Phone: BE 3-7133 
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Are you offering your cus- 
tomers all the services you 
should? Are you ringing up 
profits in your stationery 
department? 

If the answer is no, then you 
should stock Rogersnap 
Carbon Second Sheets and 
Business Forms in the fast 
*Flip-Out Dispenser Box. Both 
you and your customers will 
be glad you did. 


*Registered 


Write Dept. MSS , 
OGERSNA KS 
TRADEMARK P SS 


P. 9. BOX 10425 - DALLAS, TEXAS oo 
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Murphy-Miller has converted this regulation highway bus into a 
luxuriously appointed ‘mobile display unit," complete with air 
conditioning and snack bar, to show off its latest chair patterns 
around the country. 


Over-all interior view shows wide aisles and orderly arrangement of the newest store in the 
seven-store Otto Ulbrich Co. chain in and around Buffalo, N.Y. Ulbrich’s Southgate Plaza 
store at West Seneca, N. Y., was opened last May. The self-selection store has 4,500 square 
feet of floor space, is well-lighted and is decorated with pastel yellow walls and contrasting 
grey tile floors. It is the fifth suburban branch store opened by the company within the 


last 10 years. 


Ed Philippo, left, of Bingham-Siegert, Inc., New York, was the 
1959 winner of the 43rd annual tournament of the Stationer's 
Golf Assn. and recipient of the Eberhard Faber Memorial Trophy. 
Presentation was made at the Hackensack Golf Club by Howard 
Shoemaker, right, New York district manager of Eberhard Faber, 
while Jack B. Kemp, center, president of the golf group and of 
Ever-Ready Calendar Mfgrs. Co., looks on. The trophy is named 
for the late Eberhard Faber Ii, who was one of the group's 
founders in 1916. 


42 


(Photo courtesy The Bullman Corp.) 
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NEW PRODUCTS .....- - we 


Social Calendar 21 


A calendar and date book for the 
entire family, the Family Calendar 
is designed to permit writing in 
the engagements of each of six 
members of a family for a week at 
a time. The calendar measures 
8%” by 114” for convenient use 
at desk or telephone. New wire 
binding makes it easy to fold over 
to the page in use. It has a dur- 
able cover of gold-stamped red 
lexide and includes the calendars for 1959, 1960 and 1961. Aimed 
at the Christmas trade for 1959 and subsequent years, the Family 


Calendar is planned to sell at stationery and gift counters for 
$2.75. 


Cribbage Board 22 


Latest addition to Victory Manu- 
facturing Corporation’s line of plas- 
tic games and accessories is a new 
and different Cribbage Board. It 
has a patented “29” styling that per- 
mits starting at the top of the figure 
“2” and proceeding only one way 
to game’s end. Printed numbers 
every five spaces afford players a 
clear, instant picture of their score 
while playing. In addition, the special design includes three lines 
of play instead of the usual two. Made of heavy-weight, durable 
plastic, the board has a suggested retail price of $2.50, complete 
with six cribbage pins and instruction sheet. 


Insulated Files 23 

Protectall Safes, a division of 
The Mosler Safe Co., has an- 
nounced the addition to their new 
insulated file line of a two drawer 
and a three drawer unit, both 
available in letter and legal models, 
carrying the Underwriters’ Labor- 
atories “D” Label to “bring top 
quality record protection to even 
the smallest business  organiza- 
tion.” Also available is the com- 
plete line of accessories for the files, including cross trays, and 
drop in inserts. 


Fluorescent Crayons 24 

The American Crayon Co., a division of the Joseph Dixon 
Crucible Co., has introduced their new “Prang” brand “Day-Glo” 
art colors in crayon form. Designed primarily for accenting art 
work and creating new color effects, the crayons come in eight 
fluorescent colors. The new “Prang” colors came into being as 
the result of co-operation between The American Crayon Co. and 
Switzer Brothers, Inc., who originated and are manufacturers of 
fluorescent paints, pigments and ink. “Day-Glo is a registered 
trade mark of Switzer Brothers Colors available in a $1 carton, 
which holds 12 crayons, are Fire Orange, Signal Green, Neon Red, 
Saturn Yellow, Rocket Red, Arc Yellow, Aurora Pink and Blaze 
Orange. The remaining four crayons are duplications of the four 
most frequently used colors. 


Slanted Index Tab 25 


Tri-Dex, a new attachable tri- 
angular index tab which slants up 
at a 45 degree angle and sticks 
out has been created to give 
greater visibility to files, especial- 
ly in lower drawers. This Cel-U- 
Dex Corp. product comes in two 
types, self-adhesive for permanent 
attachment, and slip-on for in- 
terchangeable installation. 
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List Finder 26 
¥ 


West Coast Sales offers a tele- 
phone index and list finder to re- 
tail for $1. Individually boxed and 
packed in dozens, the list finders 
come with a 40 percent dealer dis- 
count, or 40 and 10 on orders of 
three dozen or more. An illustrated 
catalog showing the entire line of 
Wescosa office specialties is avail- 
able. 





Pocket Calculator 


From Liechtenstein comes a new 
Curta Calculator which weighs 11 
ounces, calculates to 999 trillion, 
divides to 8 decimal places. The 
Curta has a color-keyed keyboard 
that speeds each operation, has 
large clear numbers for fast legi- 
bility. A red flash signal shows 
when the Curta is substracting. The 
midget machine adds, subtracts, 
multiplies, divides, squares, cubes, 





extracts square roots, does cumulative multiplication, multiplies 
or divides a constant factor. Distributed in the U. S. by the 
Curta Company, it comes complete with metal carrying case, 
can be carried in the pocket or brief case and is priced at $165. 


28 


A manufacturer has taken pity 
on the poor consumer who has 
to spin his bridge table like a 
pinwheel in an elaborate “4-leg 
flip” in order to open it and has 
solved the problem with unique 
modern design. All-Luminum 
Products, Philadelphia, offers a 
new product called the Beauty- 
Fold Aluminum Bridge Set. Outstanding feature is the design of 
the table, which permits all four legs to be opened or closed with 
just two motions, and without turning the table around even 
once in order to do it. Another feature is a modular design that 
makes it possible to attach two or more bridge tables together 
quickly and firmly with special clips (supplied free) and thus 
set up any arrangement of tables designed for dining and other 
purposes. Made with aluminum legs, bronze edge trim and a 
padded embossed vinyl top, the table weighs 15 pounds. Match- 
ing chairs are all-aluminum with bronze-tone wire backrests and 
padded seats. Retail prices, with full markup for distributors and 
dealers, are $14.95 for the bridge table, $7.95 each for the chairs. 





Modular Bench System 29 


The Herman Miller Furniture 
Co., Zeeland, Mich., has intro- 
duced a modular bench system 
for public areas designed by ar- 
chitect George Nelson. Devised 
to solve the special furniture 
problems of such spaces as wait- 
ing rooms, lounges and _ lobbies, 
hotels, museums and banks, as 
well as certain areas in private 





homes, the new system consists 

of various seating, table top and planter components and steel 
frame bases which can be assembled in countless arrangements. 
Dual-function sections are the slat unit, the solid unit which 
can serve as hard bench or table top, cushion unit and a 
decorative plant box. The steel bases come in sizes to provide 
for three to five bench units, each 20 inches square, in any de- 
sired combination. The units are attached to the frame with 
screws and can be reassembled easily. 
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NEW PRODUCTS ....... 


10-Key Adding Machine 30 

Regna Cash Registers, Inc., has ~~ pies : 
introduced the Regna Ten, an add- 
ing/calculating machine. It is said 
to be the only machine that tells 
at a glance whether it’s clear or in 
use. A traffic signal window shows 
green when the machine is clear and 
red when in use. The new Regna 
Ten is said to be almost noiseless 
and priced extremely low. 











Presents Another First 


EVERG AFE 


New Deluxe Insulated 


Portable LEDGER FILE 






MODEL 
NO. 1930 


CERTIFIED FIRE Protection 1700° 1 Hour 
Convenient “Point of Use’’ Fire protection for valuable 
records. Records never need leave the file. 
Convenient Operating Height— No heavy lifting of 
trays. Posting Machine carriage clears top of ledger file. 
Roll-Around Portability— Easily rolled alongside post- 
ing machine or any other desired location. 
Operating Ease— Drawer has finger-tip operation, gliding 
easily on extra heavy multiple ball bearing suspension. 
TOP INSULATED LEDGER DRAWER extends 2912” clear 
of the cabinet to provide storage of two large posting trays 
for sheet size 14” x 11”. Lower storage drawer non-insulated. 
Yale Pin Tumbler Key Lock—Combination Lock optional. 
WRITE FOR COMPLETE INFORMATION AND PRICES 
(Division Schwab Safe Co., Inc.) 


EVERSAFE CO., INC. taraverre, indiana 
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for QUALITY 


steel store 
fixtures and 
shelving 


For further information 
and service on store 
planning, write to Sagi- 
naw Industries today at 
the address below. Of- 


fices in principal cities. 


write to SAGINAW INDUSTRIES CO. 
2119 S. Jefferson @ Saginaw 24, Michigan 
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Novelty “Date” Forms 
Humorous four page “date” forms, 
Application For A Date, Date Question- 
naire Form and After The Date Ques- 
tionnaire are some of the new releases 
offered by Gimmix Novelties, Post Of- 
fice Box 148, White Plains, New York. 
Retailing at 25 cents each with enve- 
lope, the “date” forms contains over 100 
humorous questions and are suitable 
for display in studio or friendship greet- 
ing card racks or in special peg board 
wall or counter displays available from 
Gimmix. 
Ball Pen in Holder 32 





Micropoint, Inc., describes its new 
ball pen item, Ink-Stik ‘N’ Holder, 
as the answer to the “misplaced 
pen problem.” A _ permanent ad- 
hesive on the base sticks to any 
surface and a rubber cushion lam- 
inated between the adhesive and 
the base allows the unit to be 
placed on curved surfaces. A solid- 
brass swivel permits the pen to be 
positioned at any angle. The sets 
are available with or without a 24” 
gold- finished bead chain, ‘Six colors are available, with ink the 
same color as the pen. The unit is recommended for home use 
as well as on desks, telephones, service counters and dashboards. 


New Furniture Line 33 

The Corry Jamestown Corp. has 
introduced a new line of office furni- 
ture called “Doric” after the sim- 
plest and earliest form of architec- 
ture perfected by the Greeks. The 
new series includes more than 40 se- 
parate design-integrated units which 
can be grouped together in an end- 
less variety of arrangements to meet sila cass 
the environmental needs of any kind of office in any hind of space. 
Through imaginative use of modular arrangements, colors, mate- 
rials and top surfaces, the designer may use Doric to achieve of- 
fice settings which range from standard traditional to present day 
modern. Desks in the Doric series are available with marble, 
plastic laminate and a variety of wood tops, with steel, brass and 
aluminum frames and a limitless range of color panels. Tops of 
accompanying modular units are steel core, self-edge plastic lami- 
nate and are provided in various lengths and depths to meet a 
wide variety of specifications. 


Tax Guide 34 


A combination tax file, record, 
and guide for individuals is now on 
the market. Known as Howard’s 
Tax Saver, it provides filing space 
for tax papers, serves as a simplified, 
yet reliable tax guide, and also as a 
permanent record. It was designed 
by an accountant who found many 
taxpayers guessing or having to ran- 
sack the house because they had lost 
or misplaced essential tax papers. 
The Tax Saver consists of 15 heavy buff kraft envelopes, attrac- 
tively bound in a black, gold stamped, artificial leather binder. A 
form on the front of each envelope provides a record. A detailed, 
easy-to-understand guide on the back of the envelope furnishes tax 
guidance. The envelopes themselves hold the receipts, canceled 
checks, tax returns, and other papers of the taxpayer. The over- 
all 10” by 744” size of Howard Tax Saver allows it to be handled 
and stored easily, yet permits the user to slip most of his papers 
inside the envelopes without folding. Howard’s Tax Saver is 
published by Charles-Howard & Company, 5935 University Ave- 
nue, Indianapolis 19, Ind. Price is $2.95. Dealer inquiries are 
welcomed. 
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Desk Accessories 35 

The new 2200 line of Duk-It desk 
accessories, manufactured by Mce- 
Donald Products Corporation, 240 
Duk-It Building, Buffalo 10, New 
York, is distinctively designed to 
enhance the decor of new or modern- 
ized general offices, where economy, 
utility, uniformity and beauty are 
important. Units are made of heavy 
gauge steel. The soft, dignified 
charcoal gray finish is burn-proof. 
The trim is satin aluminum, permanently resistant to corrosion. 
Other colors are available on special order to match the color 
scheme of furnishings in the general office. Special quantity 
prices increase the potential for volume sales. 





“Stained Glass” Decoration 36 

To meet the demand for a new and 
inexpensive holiday window decoration, 
Stained Glass Craft of Waukesha, Wis., 
has produced the Christmas Story 
Window. The do-it-yourself project in 
book form can be used as a window de- 
coration or wall mural. It is litho- 
graphed on special paper and needs 
only to be oiled with vegetable, baby, 
or mineral oil and colored with ordinary 
crayons. The designs are transformed 








by this simple process into translucent 
“ }d ” 4 ° ° 
stained glass” windows that are effective both day and night, 
with or without floodlights. The Christmas Story Window Book 
contains eight 8%” by 11” patterns and. one large 17” by 22” 
fold-out pattern. These can be arranged in various ways to fit 
any size window. The set is priced at $1. 


Pencil Sharpener 37 
The “Dandy” Super-10, by 
Apseco Products, Inc., is a pencil 
sharpener created especially for 
executive use. The unit can be 
permanently fastened or can sit 
on its mar-proof base-pad as a 
desktop accessory. It is said to 
be the only all-steel unit of its j 
kind. The machine has a specially engineered automatic feed 
chuck and a steel 3-position adjustable stop for fine, medium, or 
blunt points. Once the pencil is sharp, further turning of the 
handle does not dissipate any more of the pencil. The units are 
available in a choice of five decorator colors. 
Chair Mats 38 
ia yee ag Plexiglas chair mats in 18 stock 
sizes are offered by ChairMaster of 
Passaic, N.JI. The mats are 5/16” 
thick of Rohm and Haas plexiglas 
to minimize cracking and have a 
special surface that resists scratch- 
es. In addition to stock sizes, any 
special size mat can be made to 
order. 








Business Card File 

The annoying search through desk 
drawers for someone’s business card 
is eliminated by a unique, handy 
business card file being placed on 
the market by T & H Industries of 
Pico Rivera, Calif. Attractively de- 
signed of molded plastic for desk 
top use, the E-Z-File has revolving 
slots for the alphabetical filing of as 
many as 500 cards. A quick twirl 
and pull of the convenient selector knob on the top of the File 
ejects the proper group of cards needed. Retailing for $5.95, the 
E-Z-File will be available through stationers and gift shops. 
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Miniature Cards 40 

A free golden showcase holds 36 <p wini-flais | 
different styles of the new Muni- ——— 
Flair cards published by Flair Cards, 
Inc. These are 10-cent retail minia- 
ture studio cards that come dozen 
packed in poly bags complete with 
rack marking control tickets for easy 
reordering. A display sign and 
streamers also come with the initial 
sample assortment that wholesales 
at $21.60. The cards available in 
the first group are Birthday, Friendship, Get Well, and Anniver- 
sary. New styles are also available in replacement of numbers 
sold out. 
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Reinforced Sheets 41 

Constant daily use will not wear 
out its new Mylar reinforced ring 
book sheets, according to Wilson 
Jones Co. Addition ot a clear strip 
of the tough polyester film gives 
further strength to the company’s 
line of “tear-proof” sheets. The thin 
(.002 gauge) flat strips also pre- 
vent bulking-up of the binding edges of the sheets. Sheets are 
reinforced on one side only with a strip so clear that it is al- 
most unnoticeable. They are easy to use in duplicating ma- 
chines and stack level for fast automatic feeding. Plain sheets are 
available in 8%” by 544”, 914” by 6” and 11” by 84” size 





Faint rules, duplicator and mimeo styles are also available in 
11” by 8%”. The company has also added a complete line of 
Mylar sheet protectors, ring book dividers and ring book in- 
dexes. Dealers may obtain catalog pages giving full description 
and price list. 


Letterhead Impressor 42 

A new Letterhead Die Impres- 
sor by Print-O-Matic Co. does 
away with letterpress printing of 
letterheads to be used for mimeo- 
graphed work. Now any opera- 
tor can impress a letterhead in 
the same stencil on which she 
types bulletins, announcements 
or price lists. Letterheads can 
be run off at the same time the body of the message is printed, 
all in one low-cost operation. The base of the Impressor consists 
of the die plate. The stencil is easily positioned over it. Simply 
turning a knob rolls the pulsating- impression-roller across the 





Ui 


plate. One “trip” cuts a clean, clear-printing impression on the 
stencil, which is then ready for additional cutting in the usual 
way. The cost includes a long-wearing letterhead die made to 
suit individual needs. 


Memory Books for Every Occasion 


BIBLES 

WEDDING BOOKS 
ANNIVERSARY BOOKS 
MUSICAL MEMORY BOOKS 
BABY BOOKS 

GIFT LOGS 


SHOWER BOOKS 
PHOTOGRAPH ALBUMS 
SCHOOL MEMORY BOOKS 
SNAPSHOT BOOKS 
CHURCH RECORDS 

BABY GIFT, SHOWER 
GUEST LOGS AND BIRTHDAY CARDS 
TEEN-AGE BOOKS JEWELED BOOKS 


CLE Clb conn 


PUBLISHERS NORWALK, CONNECTICUT 
New York Showroom: 225 Fifth Avenue 
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Shelf Filing Folder A 

How divider-type shelf filing saves 70 
percent of the cost of drawer files, and 
50 percent of floor space, without sacri- 
ficing filing efficiency is the subject of an 
illustrated new folder published by Re- 
mington Rand Div. of Sperry Rand Corp. 
A copy can be obtained at any Reming- 
ton Rand branch office or by writing to the 
company at $15 Park Ave. So., New York 
10., N. Y., and requesting LBV 725 Rev. 3. 


Label Catalog B 
Eureka Specialty Printing Co. has an- 
nounced a new 20-page catalog available, 
on request, to all dealers. In the catalog 
are Eureka’s Dupli-Stickers, Dupli-Snap 
and Dupli-Quik addressing labels, parcel 
post and shipping labels and other com- 
mercial stationery items. The full line of 
Unicorn brand products made by Unidex, 
Inc., a Eureka subsidiary, also is descri- 
bed. The cover of the new catalog bears 
a family resemblance to the package de- 
signs slated for the entire Eureka line. 


Photocopy Booklet & 

A booklet listing 115 ways a photocopy 
machine can be utilized has been publish- 
ed by F. G. Ludwig, Inc., 163 Coulter 
Place, Old Saybrook, Conn. In the many 
applications list, almost every type of busi- 
ness, industrial, governmental, educational 
and institutional activity is covered. 


Data Processing Applications D 

The wide range of data processing ap- 
plications now being processed on a pay- 
as-you-go service bureau basis is indicated 
in a new brochure published by The 
Service Bureau Corp., 425 Park Ave., New 
York. Typical applications are listed un- 
der 12 different categories such as engineer- 
ing, manufacturing and sales, public utili- 
ties, insurance and banking. 


Office Chair Catalog E 

A new Cosco Office Catalog groups the 
models in the deluxe Director Series and 
the Standard Series separately. Every chair 
in the catalog is a different color and al- 
most every one has a different fabric. The 
color options for frame and upholstery com- 
binations are limited only by the dec- 
orator’s flair. The 12-page catalog includes 
pictures and specifications of all models. 


Adding Machine Chart F 

Addo-x, Inc. offers a practical, easy to 
use chart listing reciprocals of all whole 
three digit numbers from 101 to 999 giv- 
ing nine decimals. The chart is designed 
as a convenient help for persons using 
“Addo-x” automatic multipliers for divis- 
ion. 


Catalog-Reference Chart G 

A combination catalog and ready refer- 
ence chart for architects, engineers, drafts- 
men, designers, instructors and students is 
offered by Alvin and Co., 611 Palisado 
Ave., Windsor, Conn. The indexed cata- 
log is fully illustrated and contains clear 
descriptions of a complete line of drawing 
sets and equipment. The reference sec- 
tion contains handy charts such as frac- 
tion-decimal equivalents, architect symbol, 
tap drill sizes for drawing standard iden- 
tification lines and nut and bolt, wire, cap 
and screw specifications. 


Promotion Program H 

A complete, integrated advertising and 
sales promotion prepared solely for station- 
ery and office supply dealers in support 
of carbon interleaved and marginal punch- 
ed forms and the binders to hold them has 
been assembled in a 24-page book by Wil- 
son Jone Co. The program includes news- 
paper mats, window decals, streamers, en- 
velope stuffers and radio announcements, 
as well as a sample direct mail program. 
Copies of the flexible promotion guide are 
available from the Advertising Dept., Wil- 
son Jones Co., 209 South Jefferson St., 
Chicago 6, Il. 


Accessory Catalog I 

A new 12-page catalog has been an- 
nounced by Lit-Ning Products Co. list- 
ing and illustrating the more than 166 
items in the company’s line. The _ two- 
color catalog contains a numerical index 
to aid dealers in inventory control. Deal- 
ers who do not have catalog L-14 may 
receive free copies by writing Lit-Ning 
Products Co., National Sales Offices, 170 
N. Robertson Boulevard, Beverly Hills, 
Calif. 


Mathematical Tools J 

New catalog sheets covering the com- 
plete Addiator line of pocket and desk- 
top mathematical tools are available from 
Harrison Home Products Corp. 


1960 Pencil Catalog K 

A 42-page, plastic-spiral bound 1960 cat- 
alog has been issued by the Eberhard Fa- 
ber Pencil Co., describing all of the com- 
pany’s products, including the new items 
in the full line of black and colored lead 
pencils, ball pens, pastels, markers, cray- 
ons, erasers and rubber bands. Listings 
are fully indexed in two pages, both alpha- 
betically and numerically. A postage-paid 
reply card is included, through which dea- 
lers can get their names added to the re- 
placement sheet mailing list. 


Merchandising Aids L 

Free merchandising aids for in-store pro- 
motions and for local advertising are avail- 
able in connection with Montag’s Annual 
Write Sale from Montag Brothers, Inc., 
245 North Highland Ave. NE, Atlanta 7, 
Ga. Special prices and packaging are of- 
fered for the sale, which is timed to cash 
in on other traditional January sales such 
as White Sales and After Christmas Clear- 
ances. 


Amfile Catalog 

Amberg File & Index Co. has published 
a complete new catalog on the firm’s “Am- 
file” products. It features a complete new 
line of portfolios and brief covers, also a 
canceled check case. 


Spot Carbon Specimen Portfolio N 

Transkrit Corp. announces a new Speci- 
men Portfolio containing a large variety 
of new sample forms featuring Transkrit 
hot wax spot carbonizing. It is designed 
especially for all in the trade who design 
and sell forms. Transkrit sells exclusively 
to printers and stationers. 


Copying Guide ° 

An up-to-date informative guide entitled, 
“What NOT to Copy,” has been prepared 
by Peerless Photo Products, Inc., in wall 
chart form. The guide lists the types of 
documents forbidden by Federal law to be 
copied photographically. 


Shipping Room Guide P 

A new 24-page booklet, “Marking and 
Sealing Shipments Made Simple,” is off- 
ered free by Marsh Stencil Machine Co, 
Subjects covered in this Catalog M-60 in- 
clude: How to stencil mark goods for safe 
delivery; how to save 25 percent on seal- 
ing cartons with gummed tape; proper 
kind of ink; three ways to stencil; conver- 
sion tables for weights and measures; ex- 
port marking data; and a scale for meas- 
uring inches and centimeters. 


Furniture Folders 

Herman Miller Furniture Co. has four 
colorful new folders on Chairs, Compre- 
hensive Storage System, Lounge Chairs ana 
Modular Seating. The company also has 
available a Modern Design film strip pre- 
pared in color. The film and script are 
available at $17.50. Further information 
may be obtained by writing the company 
at Zeeland, Mich. 


Copying Brochure R 

A brochure on a new Photostat Positive 
Process for making quality photocopies in 
one direct step is available from the Pho- 
tostat Corp., 1001, Jefferson Road, Roch- 
ester 8, N. Y. The two-color booklet de- 
scribes in detail the process, its advantages 
and savings, and the types of paper and 
equipment to be used. More than 30 dif- 
ferent uses are listed. 


Desk Accessories s 

A new catalog of the current line of 
desk accessories by Style Craft of Balti- 
more is available through their sole distri- 
butors, The Beckhard Line, 230 Fifth Ave., 
New York 1, N. Y. 


Chart Filing Equipment T 

Plan Hold Corp., maker of vertical and 
roll filing systems, has issued a new 12- 
page catalog in two colors with large il- 
lustrations. New and improved items are 
included of special interest to engineers, 
designers and architects. 
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Dictating Machine Booklet U 

Information about dictating equipment 
; offered free in a new 16-page illustrated 
ooklet, “The Facts About Dictating Ma- 
chines,” by American Geloso Electronics, 
ine., 251 Park Ave. So., New York 10. 
Important features for buyers to look for 
wre listed and results of a survey are in- 
cluded, telling what secretaries look for in 
dictating equipment. 


Pen Catalog Vv 

The complete line of pens and mechani- 
cal pencil made by All-Rite Pen, Inc., is 
described in a new 12-page catalog. All 
ff the company’s writing instruments are 
illustrated in their actual size. In addi- 
tion to the usual alphabetical index of 
products, there is a helpful numerical in- 
dex by item number. 


Accessories Brochure Ww 

Peter Pepper Products of Palos Verdes 
Estates, Calif., has completed a colorful 
brochure showing the office accessories re- 
cently introduced by its newly created 
Office Accessories Division. Copies of the 
catalog, showing colors and listing prices, 
are free upon request to all dealers. 


Filing, Binding Ideas Xx 

“Tdeas That Save Time & Space,” an 
illustrated 12-page consumer booklet is 
available in quantity to dealers for distri- 
bution at the point of purchase. A 26- 


photo presentation highlights key items in 
the Acco line, describing the advantages 
of each in meeting many different filing 
and binder requirements. It is designed 
to do a pre-selling job for the retailer. 
Further information and free copies can 
be obtained from Acco Products, A Divi- 
sion of Natser Corp., Ogdensburg, N. Y. 


Christmas Novelties Y 

A two-page catalog of felt Christmas 
stockings and other novelties made by Paul 
B. Stone of California is available from The 
Beckhard Line, 230 Fifth Ave., New York 
1, N. Y., sole distributors. 


Record Book Catalog Z 

A bound catalog of the social record 
books of National Blank Book Co. showing 
address books, recipe books, Christmas 
card lists, photobooks, etc., is available 
through The Beckhard Line, 230 Fifth 
Ave., New York 1, N. Y., sole distributor 
for National’s social division. 


MERGER PROBLEMS .. . 

(Continued from page 19) 
Western Office Equipment Com- 
pany, one of the firms included in 
the merger, in 1955. They limited 
their business to sales and service 
of office machines. 


Mr. Taylor, formerly in the 
automotive field in Detroit, and 
Mrs. Taylor purchased the Office 
Supply business in January, 1958. 
Merger of the two firms was com- 
pleted last August. 

“Even our own personal talents 
merge well,” Mr. Navin points out. 
“T like detailed work and account- 
ing and was interested in taking 
responsibility for the financial 
paper work and so on. Bill (Tay- 
lor) had managerial experience 
from his years with ‘big business’ 
such as I had never needed in my 
small operation. He was able to 
put policies to work which have 
pulled the two units together into 
a smooth running single unit.” 

“Taking the whole operation,” 
Mr. Taylor says, as he gestures 
toward the expanse of glass front- 
age, the well displayed merchan- 
dise and the trained staff—“Tak- 
ing the whole operation into con- 
sideration, I guess you’d say that 
we just try to give all of our mer- 
chandise and services more expo- 
sure!” 





Just 2 in the fast selling, 
profitable C-Thru line 


One for 
architects, 
one for 
engineers. 


AC-THRU PROFIT PAIR | 


C-THRU 
SCALEMASTERS 





















Eliminates 
triangular 
and other scales — all scales 
are exposed for instant viewing. 
Popularly priced in both 6” and 
12” sizes. 


C-THRU 
REVOLVING 
DISPLAY 
A sure-fire way to increase 
sales. Displays a wide variety 


of C-THRU items. Write for 
complete information. 


— 
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Write for FREE C-Thru Catalog 
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“I'M SHOWING 'EM HOW YOU CAN MEND OR DECORATE ANYTHING 
WITH STRETCHY, CONFORMABLE ‘SCOTCH’ BRAND COLORED PLASTIC TAPE !” 
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“SCOTCH” ond the ploid design cre registered trademarks of 3M Co., St. Poul 6, Minn. 
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VERTICAL AND ROLL 


Filing Systems 


FOR PLANS, PRINTS, 
DRAWINGS 


In only 24 lineal inches you can file up to 
1200 large sheets. Rack easily mounted on any 
wall at height determined by length of sheets. 


SPEED 
—= oo — 


When plans are 
used by 2 or more 
people or depart- 
ments, the PLAN 
HOLD Rolling 
Stand is a great 
convenience. 

Glides on ball- 
bearing casters. 


Steel cabinets 
in modular sizes 
give extra pro- 
tection to valu- 
able plans. This 
Combo Cabinet 
is equipped with 
48 roll file tubes. 
Also available 
with vertical 
files for up to 
1200 sheets. 


Increase your sales and profits. Get the facts 
about PLAN HOLD and your new business 
opportunities from any of these distributors: 


Charles Bruning Co. B. L. Makepeace, Inc. 


Defiance Sales Corp. Dieterich Post Co. 


Eugene Dietzgen Co. Frederick Post Co. 


B. K. Elliott Co. A. & B. Smith Co. 


Charles D. Griffin Co. W. R. Watkins Co., Ltd. 
Canada 
Keuffel & Esser Co. 
C. J. Castro & Cia. 
Venezuela 





The A. Lietz Co. 


Write for literature and prices to: 


PLAN HOLD CORPORATION, Dept. D 
5204 Chakemco St., South Gate, California 
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Jan. 23-24—-NOMDA board of directors 
meeting, Austin, Texas 

Jan. 24-27—Washington Gift Show, Ho- 
tel Willard, Washington, D. C. 


Feb. 7-14—Chicago Gift Show, LaSalle 
and Palmer House, Chicago. 

Feb. 21-26—New York Gift Show, Ho- 
tel New Yorker & Trade Show Build- 
ing. 

Feb. 29 - March 5—Pencil Week. 


March 2-4—Wholesale Stationers Show, 
New York Trade Show Building, N. Y. 


March 6-10—Boston Gift Show, Hotel 
Statler & First Corps Cadet Armory, 
Boston. 

March 11-13 — Nat'l Office Furniture 
Assn. (NOFA) convention-exhibit at 
Convention Hall and Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

March 20-23—Philadelphia Gift Show, 
Hotel Benjamin Franklin. 


April 17—Easter Sunday. 


April 21-22-23—Dist 4, NSOEA meet- 
ing, Golden Gate, Miami Beach, Fla. 


April 29-30—Dist. 5, NSOEA meeting, 
French Lick Sheraton, French Lick, 
Ind. . 

May 5-6—Dist. 8, NSOEA meeting, 
Western Hills Lodge, Wagoner, Okla. 


May 5-8—wNat’l. Art Materials Trade 
Assn. 10th annual convention and 
trade show, Edgewater Beach Hotel, 
Chicago. 


CLASSIFIED 
ADVERTISEMENTS 


Deadline for classified advertisements is the 
fifteenth of the 2nd month preceding the 
month in which the magazine is issued. RATES: 
30c a word. Minimum Order: $6.00. Names 
and addresses are to be included in the count. 
Initials or sets of figures are to be counted as 
one word. 








HELP WANTED 





SALESMEN WANTED 
Outstanding AAA-1 Mfr. of wide line of sta- 
tionery products such as binders, diaries, auto- 
graphs, Photo Albums, Pencil Bags & many 
terrific staple and novelty stationery accessory 
items, seeks representation to stationery depts 
of Dept. Stores, Stationery, Gift Stores and 
Greeting Card Shops. All territories open 
Liberal Comm. State all details. Write Box 
559 Realservice 110 West 34th Street, New 
York City. 1-60 


Large midwestern school supply and stationery 
manufacturer needs experienced binder develop- 
ment man. Merchandising experience an asset. 
Ability to create and improve products a must. 
Excellent opportunity for advancement 
right man. Write Box 252, MODERN STA- 
TIONER AND OFFICE EQUIPMENT DEAL- 
ER, 1 East First Street, Duluth 2, Minnesota 
12-59 


48 


May 9-10—Dist 11., NSOEA meeting, 
Davenport Hotel, Spokane, Wash. 

May 13-14—Dist. 12, NSOEA meeting, 
Mapes Hotel, Reno, Nevada. 

May 15-20—New York Stationery Show, 
Hotel New Yorker. 

May 16-17—Dist. 14, NSOEA meeting, 
Miramar Hotel, Santa Barbara, Calif. 


May 20-21—Dist. 10, NSOEA meeting, 
Denver Hilton Hotel, Denver, Colo. 
May 22-24—Dist. 6, NSOEA meeting, 

Lake Lawn, Wis. 
May 26-27—Dist. 9, NSOEA meeting, 


Shamrock-Hilton, Houston, Texas. 


June 5-6-7—Dist. 7, NSOEA meeting, 
Hotel St. Paul, St. Paul, Minn. 


June 10-11—Dist. 2, NSOEA meeting, 
Hotel Sagamore, Bolton Landing, N.Y. 


June 13-14—Dist. 13, NSOEA meeting, 
Hotel Concord, Kiamesha Lake, N.Y. 


July 10-13—Nat’l Office Machine Deal- 
ers Assn. (NOMDA) convention- ex- 
hibit, Coronado, Calif. 

Sept. 24-28—Nat'l Stationery and Office 
Equipment Assn. (NSOEA) conven- 
tion-exhibit, Conrad Hilton Hotel, 
Chicago. 


RAIN o 
SHINE... 


prerer EG-U-Cards 


PREFER 


Bult oe 


Sree 
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Always Something NEW 


Children's Educational Games 2% 
Ed-U-Cards Mfg. Corp. 
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page is provided for your convenience. To obtain additional information on new prod- 


trade 


literature and advertised products 


in this 


issue, simply circle the 


corresponding 


on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


1 Acco Products — Pressboard folders — 
page 3 


Addo-x, Inc. — Portable duplicator — 
page 39. 


All-Rite Pen, Inc. 
page 37. 


— Office pens — 


Anco Wood Specialties, Inc. — Presen- 
tation easel — page 38. 


5 Apex Business Systems -—— Business 
forms — page 41. 


Bausch & Lomb Optical Co. — Magni- 
fier displays — page 29. 


Bee Paper Co., Inc. — Drafting papers 
— page 36. 


Bergstrom Paper Co. — Office printing 
papers — page 16. 


C-Thru Ruler Co. — Transparent scale, 
display-—-page 47. 


10 Craftint Mfg. Co., The — Paint-by- 
number sets — page 8. 


N) Cram, George F., Co., Inc. — Adijust- 
able globe — page 34. 


12 Cramer Posture Chair Co., Inc. — Of- 
fice machine stand — page 32. 


3 Delbridge Calculating Systems — Tax 
charts — page 35. 


Simply circle the num- 
ber of the produc? or 
service you would like 
to know more about, 
and drop this card in 
a convenient mailbox. 
No postage is needed. 
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115 


Dome Publishing Co., Inc. 
books — page 31. 


— Record 


Ed-U-Cards Mfg. Corp. — Games — 
page 48. 


EverSafe Co., Inc. — Portable ledger 
file — page 44. 


Flash Mfg. Co. — Marking device — 
2nd Cover. 


Gibson, C. R., and Co. — Memory 
books — page 45. 


Globe-Wernicke Co., The — Storage 
wardrobe cabinets — 3rd cover. 


Guide System & Supply Co. — Sub- 
division guides — page 31. 


Hamilton Cosco, 
chair — 4th Cover. 


Inc. — Secretarial 


Imperial Methods Co. — Filing sup- 
plies — page 40. 


Ketcham & McDougall, 
memo — page 34. 


Inc. — Roll 


Leedall Products Mfg. Co., Inc. 
Typewriter ribbon — page 33. 


Master Addresser Co. — Addressing 
machine — page 35. 


Melind, Louis, Co. — Seals — page 
40. 


Nelson, Thomas, & Sons — Tax cartoon 
book — page 31. 


MODERN STATIONER 
Tell-Me-More Dept. 
Please print or 
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Norcross, Inc. — Notes in reusable 
case, card display rack — page 7. 


Olivetti Corp of America — Portable 
typewriters — page 4 


Plan Hold Corp. — Vertical and roll 
filing systems — page 48. 


Rogersnap Business Forms — Business 
forms — page 41. 


Saginaw Industries Co. — Display fix- 
tures — page 44. 


Seal-O-Matic Dispenser Corp. — Mois- 
teners —- page 37. 


Stacor Equipment Co. — Drafting 
equipment — page 14. 


Sterling Plastics Co. — Pencil sharpener 
— page 36. 


Tegre Sales Co., inc. — Marking de- 
vices — page 29. 
Vernon, 5. E. & M., 
books — page 39. 


Inc. — Account 


Warshaw Mfg. Co., Inc. — Index cards, 
filing supplies, gummed specialties — 
page 33. 


Weber, F., Co. — Artists’ oil colors — 
page 38. 


General Pencil Co. — Imprinted pen- 
cils — page 15. 


Advanco Products, Inc. — Punchless 
paper holder — page 13. 
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This page is provided for your convenience. To obtain additional information on new prod- 
ucts, trade literature and advertised products in this issue, simply circle the correspondino 
number on the perforated card below, fill in your name, business address and mail the card. 
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NEW PRODUCTS 


Stapler-Staple Remover 
Industrial Markers 
Card Stock 
Three-position Adder 
Knife Sharpener 
Drawing Table 
Portable Ledger File 
Office Typewriter 
Baby Record Book 
Typewriter Ribbons 
Bucket Chair 
Miniature Christmas Cards 
Adjustable Telephone 


New Chair Series 
Phone Amplifier 


Card-Gift Combination 
Foil Gift Wraps 
Telephone Device 


Display Easels 
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Duplicator 

Social Calendar 
Cribbage Board 
Insulated Files 
Fluorescent Crayons 
Slanted Index Tab 
List Finder 

Pocket Calculator 
Bridge Sets 

Modular Bench System 
10-Key Adding Machine 
Novelty ‘‘Date’ Forms 
Ball Pen In Holder 
New Furniture Line 
Tax Guide 

Desk Accessories 
“Stained Glass" Decoration 
Pencil Sharpener 
Chair Mats 

Business Card File 
Miniature Cards 
Reinforced Sheets 


Letterhead Impressor 
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YOURS FOR THE ASKING 
Shelf Filing Folder 

Label Catalog 

Photocopy Booklet 

Data Processing Applications 
Office Chair Catalog 
Adding Machine Chart 
Catalog-Reference Chart 
Promotion Program 
Accessory Catalog 
Mathematical Tools 

1960 Pencil Catalog 
Merchandising Aids 

Amfile Catalog 

Spot Carbon Specimen Portfolio 
Copying Guide 

Shipping Room Guide 
Furniture Folders 

Copying Brochure 

Desk Accessories 

Chart Filing Equipment 
Dictating Machine Booklet 
Pen Catalog 

Accessories Brochure 

Filing, Binding ideas 
Christmas Novelties 


Record Book Catalog 


To obtain additic 
information on n 
products, literaturé 
advertised prod 
described in this is 
use this card, whic! 
provided for your « 
venience. 
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NEW STORAGE AND WARDROBE CABINETS 
OFFER FLEXIBILITY AND UTILITY 


¢ => 
ecenge** 
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Your customers enjoy built-in benefits with these new Globe-Wernicke metal storage and wardrobe cabinets 
One of their many features is ease of convertibility. 


The new Globe-Wernicke metal Storage 
nd Wardrobe cabinets are the perfect 
aswer to all your customers’ cabinet prob- 
mms. Customers have their choice of a 
B-inch high spacious storage cabinet, 
bomy wardrobe cabinet, combination 
ardrobe-storage, and a 42-inch counter- 
ight double-door storage cabinet. 


These all new 
G/W metal cabin- 
els were developed 
to meet the con- 
sumer demand for 
a flexible, spacious 
—yet attractive and 
completely func- 
tional business of- 
fice cabinet. Check 
these outstanding 
sales advantages: 


bmbination Double Door 
Orage 9=and Wardrobe 
Binet with full-width hat 
If, coat hanger rod and 
adjustable shelves. 


kasy Convertibility If your customer’s 
ted dictates a storage cabinet, but later 
eds a combination, the cabinet can 
asily and economically be converted on 
spot. All of the new 78-inch high G/W 
abinets are convertible. 








Insured Safety Cabinet doors have 
latching mechanism and a 
grooved key lock. Bolts and hinges are 
tamper-proof. They cannot be removed 
from the outside. A specially designed 
shelf latch—a G/W exclusive—insures a 
“spill-proof” shelf. If accidentally bumped, 
it will not become dislodged. 


three-point 


Spacious Capacity The smooth in- 
teriors mean the entire inner area is 100% 
usable. Storage cabinets are furnished 
with four adjustable shelves, for 78-inch 
height. Additional shelves are available. 
Shelves are adjustable on 134” centers. 


Attractive Appearance New G/W 
cabinets harmonize with all styles of office 
furniture. Available in standard colors: 
Seal Gray, Sea Green, and Copper Tan. 
(Special finishes available to order.) In- 
terior finish is the same as the exterior. 


As a G/W dealer, you will be able to 
offer your customers this complete line of 
fine cabinets, fabricated of high quality 
furniture steel. Here is further proof that 
Globe-Wernicke has more to offer . . . so 
that you can offer your customers more. 

















New line of G/W Metal Cabinets 
available in 3 styles, 12 different 
sizes and arrangements. 


You can custom-suit a G/W cabinet to 
your customer’s need with the wide range 
of selection. The 78-inch high cabinets are 
available in two widths (36” two-door; 
24” single-door), two depths (18” and 
24”). The 42-inch Counter-Height Stor- 
age Cabinet is available in two depths 
(18” and 24”). All cabinets feature chan- 
nel-reinforced doors and corner 
channels for greater strength 
and rigidity. They’re literally 
built for years of dependable, 
trouble-free service. _ 


Double Door 
Counter-Height 
Cabinet has 
dual function; 
serves Os coun- 
ter and stor- 
oge unit. 





Learn advantages of G/W dealership 


If you're interested in revitalizing your 
business by selling the complete line of 
G/W metal business furniture, equipment 
and supplies, backed by a dynamic na- 
tional advertising and local sales aid pro- 
gram, clip and mail this coupon today. 


The Globe-Wernicke Co. 
Dept. DM-12 
Cincinnati 12, Ohio 


Information on this page interests me. Please 
send me details on a Globe-Wernicke Dealership, 


Name 








Company 
Address_ 


City 








Smart, comfortable, sellable 





LO 540 secretarial chair 





@ This popular COSCO chair is a crowdl 
pleaser! Secretaries say nice things® 
about its smart, trim styling and coms 
fort. The boss approves its quality con# 
struction and lasting value... that onl 
COSCO's mass-production facilities 
could make possible. You like its volum@ 
sales and extra profit. All good reasons 
why it pays to stock and feature COSCO 
... powerfully supported by the largest 
full-color ad program in COSCO history! 
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